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Distinctive Packaging... 


@ Select wholesalers... APPLETON wholesaler serve their 
customers from the distinctive APPLETON carton that typifies 
APPLETON 's continuing program of research designed to build 


the finest in electrical fittings and supplies that money can buy. 


The APPLETON carton is the visible symbol of APPLETON 
quality. Behind the carton are 3 great APPLETON plants 

with nearly 1,000,000 square feet of floor space where 
APPLETON engineering skill continues to mass-produce better 
products to sell at lower prices...one good reason why you 
should look for the famous APPLETON carton when you buy 





Sold Exclusit / 
APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 


Also Manufacturer 
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he Dual-Element Fuse That's Different 


TTI atirim Cartridge FUSES 


Now, Even More: 


FOR FUSE ECONOMY 
...use@ ECONOMY Fuses! 


Adding to the money-saving advantages for which Economy 
Fuses have been noted since the company’s inception in 1911, 


come the new Econ Dual-Element Fuses. 


These recently announced Cartridge Fuses offer greater pro- 
tection against wasteful overloads and “shorts”, and their 


resulting, needless shutdowns and production delays. 


In addition to this dependable motor and branch line pro- 
tection, Econ Dual-Element Fuses also guard against high 
temperature and its costly effects, in the fuse boxes and the 


connections associated with the fuse clips switches. 


Econ Dual-Element Cartridge Fuses are available in knife and 
ferrule types; 0 to 600 amperes; 250 and 600 Volts. Under- 
writers’ Laboratories, Inc. Approved. Carried in stock by lead- 
ing Electrical Wholesalers. Write for New ECON Catalog 
S-60 or for literature on other type fuses in which you are 


interested. 


a ge oe ee ee 


ELECTRICAL WHOLESALERS -—Be Prepared 


The announcement of the ECON Dual-Element Fuses 
has aroused great interest everywhere among users 
of fuses who will look to you for this latest develop 
ment. In our trade advertising we say “Your Electrical 
Wholesaler has Econ Dual-Element Cartridge Fuses 
in stock.” Be ready to meet this demand 


fuses for every purposal 


ECONOMY FUSE & MANUFACTURING CO. 


errEW =2717 GREENVIEW AVE. + CHICAGO 14, ILLINOIS 
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LETTERS TO THE EDITOR 





Needed in a Hurry 
Dear Sir 


Please rush me 12 
article, “The Ills of 
What You Can 
(Aug. 54, p. 58). 
cutting competitor we'd like to edu- 


reprints of the 
the Industry and 
Do About Them” 
We have a price- 


cate 


J. M. BRINDLEY 


W. A. ROOSEVELT ¢ 
LA CROSSE, WIS 


Dear Sir: 

Your article . is terrific, and has 
been read and re-read. Now is the time 
for some reprints. 

Enclosed is $1.50 tor which please 
forward the writer 10 copies of the 
reprint. 

L. D. PULSIFER 
PACIFIC DISTRICT MANAGER 
CANADIAN WESTINGHOUSI 
SUPPLY CO., LTD. 
VANCOUVER, B. C. 


ELECTRIC 


Dear Sir: 

We would like to order 20 reprints. 
... Inasmuch as we want these reprints 
for distribution to our sales personnel 
at our sales meeting being held Satur- 
day, November 6, we would appreciate 
your getting them to us by return mail 
so that we definitely will have them in 
time for this sales meeting. 

We cannot help but feel and agree 
that this is one of the most important 
articles you have presented in many 
years. 

S. WEINSTEIN 
VICE PRESIDENT—SALES 
CITY ELECTRIC CO. 
SYRACUSE, N. Y. 


Dear Sir: 
Please send to the attention of the 
writer 10 copies of your recent article 


JAMES A. MORROW 


SMITH-PERRY ELECTRIC CO. 
DALLAS, TEXAS 





Durward Humes 


Meet Our New 


URWARD HUMES joined the staff 

of ELECTRICAL WHOLESALING 
November 1 as Assistant Editor. A na- 
tive of Ohio, he was graduated from 
Northwestern University in 1950. He 
studied journalism, worked on the col- 
lege newspaper and edited the feature 
magazine. 

After taking part in a summer train- 
ing program in Philadelphia with The 
Saturday Evening Post, he worked for 
the Morton Salt Company in Chicago. 
He was Assistant Editor of Morton’s 
monthly employee magazine, doing, as 
he says, “everything from watching salt 
go into candy to taking pictures of 


2 


Assistant Editor 


Gen. MacArthur's triumphant entry 
into the city.” 

He worked next for the Plumbing 
and Heating Industries Bureau, the na- 
tional public relations agency for those 
industries. His main job was writing 
articles for trade and consumer maga- 
zines, including such diverse ones as 
Buildings and Parents’. 

Following a two-year stint in the 
Army, most of it in Japan with Intelli- 
gence, he joined Edison Electric Insti- 
tute in New York. He edited three 
magazines and handled publicity for 
EEI’s Commercial Department before 
moving to McGraw-Hill. 








ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


¢ ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of 
omers 


your 


important cust 


ADS LIKE THESE every month 


DIRECT MAIL 


.. plus 
es PRODUCT SAMPLING 


. «plus PR 


i t to them 
explain and point ov 


T & B product features. 


REMINDS THEM, TOO, that a B 

ducts are available only 

. our authorized 
7312 


pro 
from you -- 
distributor. 


fea eet — 


General Soles Manager 


The THOMAS & BETTS CO. 


Incorporated 
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NEWT&B 
INSULATING 
BUSHINGS 


for 12°’ to 6” 
Standard Rigid 
Conduit 


Bt 


ENGINEERED 


BEND ’EM, 
POUND ’EM, TWIST ’EM 


These new T & B Insulating Bushings are designed 
to withstand rough treatment. Made of tough 
cellulose acetate butyrate, they’re the toughest 
Insulating Bushings available today. 


Use T & B’s new Insulating Bushings wherever 
NEC requires protection for cable sheath or wire insulation 
against damage from burred or unevenly cut conduit... or 
for the ultimate in protection even where not required. 
Send today for a free sample and descriptive literature. 


Toughest Insulating Bushing Available Today... Can 
be used over and over again...shatterproof. 


Vibration-Proof ... Easily installed by hand, yet a wrench 
is needed to take them off. Bushing threads Jock onto conduit. 





Resists Corrosion... Unaffected by common acids, sol- 
vents, moisture or fumes. 


Blue Color...Provides easy identification for electrical 
inspectors. 


/A 
LOOK FOR THIS SIGN— (@faQyaatay IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. It’s our way of assuring you the service and 
savings of a friendly local source. Call him for all your electrical needs. 144 


‘1B 


THE THOMAS & BETTS CO: 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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TO OUR DISTRIBUTORS 


Distributor themselves a 

to Square p they're ot. s as we 

Distributo ” See he 

artner- tailored t+o f£1% 


art 
that part 
jstributors in 
ynote -:: 


fa proad line with 


standard 
mind. 
insuring 
reasonable inventory: 
e frequently reduced to standard 
werchandised 1ike standard products. 
panelboard is typical 


packaging is tailored to pistributo™ re , Informative 
labeling, convenient cartoning, function eks for small 
parts, packaged parts Kits for conversion an maintenance - 


profit margins are consistent with the 
Square D has pioneered policy whi 
"gtocking” and “non t ing" discount 
separated into those two functional categories: 


National gavertising and sales pr programs 
d in with Distributor fforts.- 
continuing to 


are trained to 
‘ e recently announced p 
mot 4rol training programs for Distributor 
here's nothing pliue sky about any etices 


olicies: It's simply 2 case of poth the Distributor and 
successful . working 25 partners - 


at ——— 


Yours very +ruly, 


SQUARE D COMPANY 


Manager, Merchandisé Sales 
and Advertising 
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THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


DECEMBER, 1954 


Motors and Motor Controls: Can They Be Sold Together? 
Pros and cons of tie-in selling with some practical suggestions for you 
They're Selling Electric Ceilings George D. Farley 


Leff Electric's selling trio scores with industrial sales of a profitable product 


Your Industrial Customers’ Spending Plans for 1955 
A look over American industry's shoulder at next year's dollar outley 
Adequate Wiring Gets a Local Push Durward Humes 


Oakes Electrical Supply gives local leadership to a growing AW program 


Adequate Wiring Is on the Move 


A national and local roundup on AW today and its importance to you 


How Do You Score on Selling? 


A reminder-checklist to help you reappraise your selling posture 


Tristate’s New Self-Selection Warehouse 


Big time-saver for customers and workers—that's this supermarket-type plant 


They Even Forgot About the Food! 


That was the impact of Sprague Electrical Supplies’ show on its 250 visitors 


The Salesman’s Technical Notes J. F. McPartland and W. J. Novak 


Subject this month: Alternating Current Motors—| 


An Index of Articles 


A complete listing of articles appearing in Electrical Wholesaling in 1954 


DEPARTMENTS 


Letters to the Editor Times and Trends neu 


New Products What's Happening in Washington 33 


Business Index ... News for the Industry . 95 and 99 


Price Index Calendar of Events : 104 


New Literature ; 110 


Next Month: How electrical wholesalers see sales for 1955. 


Member ABC and ABP App 















ENGINEERING 

This new clamp has been carefully 

engineered to provide proper re- 
lationship between these factors: 


* Location of the indentation 
* Length of the conduit support area 
* Length of the base 
SNAP ON ACTION 


Snap action indentation holds clamp 










firmly to conduit; frees both hands for 





ela a 
MATERIAL 
Material is 13. gauge (.090”) x 34”; this 
provides completely adequate strength. 


FABRICATION 


Extra care with the production dies provides 










a cleanly stamped, burr-free clamp. Clamp 






is thoroughly cadmium plated for protection 






fofelel atime) ages tielak 





®@ Here is another Midwest development in providing quality fittings. “Qual- 
ity” is just a condensed way of saying: “Getting the total job done — right — 
with the most inexpensive combination of material and man hours.” Engi- 
neering and producing quality fittings to meet the highest standards of 


electrical wiring installations is our objective at Midwest. 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 






1639 





w WALWN 


Chicage 12. Vlinacs 








NEW PRODUCTS 





Baseboard Heaters 


Electromode 
N.Y. 


Corp., Rochester, 


Electric baseboard heaters have the 
same patented, cast-aluminum heating 
element used in all the manufacturer's 
models. All wires are insulated, em- 
bedded and completely sealed within 
the finned aluminum casting. The 
basic heater is 32-ins. long, 812-ins. 
high, and 3-ins. wide, with a capacity 
of 600 watts. Operates on 120 or 240 
volts. 


Circuit Breaker 

I-T-E Circuit Breaker Co., Phila- 
delphia, Pa. 
A 400 ampere frame molded case 
circuit breaker is said to be the first 
of its size to be built. The breaker 
is designed to bridge the gap between 
the present 225 ampere model and 
the 600 ampere model. It is more 
than one-third smaller than the 600 
ampere frame breaker. It measures 
9-ins. wide, 1514-ins. high, and 54- 
ins. deep, including handle. Unit is for 
use in panelboards, switchboards, mo- 
tor controls, bus duct plugs and in- 
dividual enclosures. 


Room Air Conditioner 
General Electric Co., Appliance 
Park, Louisville, Ky. 
Flush mount room air conditioner 
comes in R32M, R52M and R72M 
models, including 4 hp. 115 volt 
and three-quarter horsepower, 115, 
208 and 230 volt models. Also in 1-hp. 
208 and 230 volt models. The units 
can be installed flush within the in- 
side wall or project into the room 
In any position the unit does not in- 
terfere with movement of draperies 
or blinds. The cooling capacity is not 
lowered in any way by the flush posi- 


tion, according to G.E. engineers. If 
projection is desired the flat top of 
the unit, which does not house any 
controls, may be used as a shelf 


Troffers 
Lighting Products Inc., Highland 
Park, IIl. 


kinds of lighting 
ments can be made with 
troffers, according to the manufac- 
turer. They are said to be adaptable 
to any known form of ceiling and 


Various arrange 


the new 


offer a wide selection of shielding 
media, including metal and 

louvers. Corning lenses (flat 
curved), Albalite glass (flat and 
dished ), and dished Plexiglas. All are 
interchangeable in the troffer frame 


plastic 
and 





—— 
ere 


Disconnect Terminals 
Essex Wire Corp., R-B-M divi- 
sion, Logansport, Ind. 


Male disconnect terminals are available 
for potential motor starting relays 
They will fit female connections of the 
ARK-LES or AMP type. The terminals 
come with either horizontal or vertical 
connections. 


Lighting Fixture 
Carter Lighting Co., Chelsea 50, 
Mass. 


Thirty-two watt circline lighting fix- 
ture is designed to provide maximum 
light output without glare. It incor- 
porates the manufacturer's 
perforated steel louvers, which serve 
as both lamp supports and glare elimi- 
nating baffles. Comes in baked white 
enamel with a chrome center 
ment, or in all-chrome. Instant light- 


exclusive 


orna- 


ing ballasts are used. 
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Packaged Components 
Square D Co., Detroit, Mich. 


Motor St 


placement con 


1 re 


modinca an 


ponents are now being 
hem easily 


The 


packaged sO as tt make 
available t listributors manu 
facturers say that st lard motor start 
tlexible 


, 
ers Decome since 


modificatiot simplified through easy 


mounted 
component 
interlocks 


repair kit 


Hammer Drill 
The Co.,. 
Pa. 


Syntron Homer City, 


Electroma 
additic n 

maximum 
diameter the 
manutacturer hole 
drilling capacity ) 
holes until 


diameter levelopment 


of this new hammer 
Fan-Heaters 

King-Seeley Signal Elec- 
tric div., Menominee, Mich. 


( orp., 


fan-heaters 


1 FH 


models 
cfm 


Four 

round out 
81 is an 8-in. blad nit 0 
cooling thermostatic 
ontrol ment, deliver- 
ing radiant and fan forced heat at 


200 n : ; the same unit 


manually operated 101 is a 10-in 
blade fan heater with 800 cfm. cool 
ing Capi ty ana tnermostatic con 
trolled ement, combining 
liant and fan- 
FH-10 is the 
All 


U.L. approved and are now available 


venturi design with r: 
forced heat at ) cfn 


manually erated version are 


with 1,650 or 1,320 watt elements 


(Continued on page 8) 





SYLVANIA ANNOUNCES | 


THE NEW EGS 
FLUORESCENT LAMP 


Makes Merchandise Look 
More Colorful and Attractive 


Sylvania’s new Super Deluxe fluorescent lamps are the answer 
to your problem of showing merchandise at its most colorful best. 
These new lamps give the best overall rendition of color yet achieved 
by fluorescent lamps, not only improving the appearance of the 
merchandise being displayed, but also giving a more flattering 
appearance to customers and sales people. 

This new lighting tool can mean dollars and cents to all sellers 
of goods to whom attractive appearance of merchandise 
means more sales. 

For full details on this new Super Deluxe fluorescent lamp, 
write for Booklet F1-532, Sylvania Electric Products Inc., 

Dept. 4L-2712,1100 Main St., Buffalo 9, N. Y. 











In Canada: Sylvania Electric (Canada) Ltd., University Tower Bidg., St. Catherine Street, Montreal, P. Q. | 


Lighting - Radio - Electionics - Television | 


NEW PRODUCTS 





Clamp 

Midwest Electric Mfg. Co., Chi- 
cago 12, Ill. 
Snap-on clamp features indentation 
above bend between base of clamp 
and conduit support area. This allows 
clamp to be snapped onto conduit 
Manufacturer says that the clamp has 
been engineered to provide proper re- 
lationship between these factors: loca- 
tion of the indentation; length of the 
conduit support area; length of the 
base. Material for the -in. and 
4-in. sizes are available in 13 gauge 


(.090 inches) by 34-in 


Anchoring Devices 
Rawlplug Co., Inc., 271 Church 
St., New York 13, N.Y. 


Toggle bolts are rust proof with posi- 
tive automatic spring action wings 
They are said to be ideal for anchor- 


ing to hollow walls, pressed wall 


board 


tile, sheet metal. Available in 
five diameters from 1¢-in. to %-in 
and in several lengths, from 2-in. to 


6-1n. 


Cable Box 


National Electric Products Corp., 
Gateway Center, Pittsburgh, Pa. 


Four-inch octagon cable box has a 
new styled clamp and integral ears for 
loomwire non-metallic sheathed 
cable. The box is formed of full 14 
gauge steel, electro-galvanized finish. 
It is 114-ins. deep and has a ¥4-in. 
knock-out and 4 holes in back for 
fixture stud and nailing. Manufacturer 
says all knock-outs are flush, and can 
be easily removed. ULL. listed. 
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DUTCH BRAND FRICTION TAPE 
DUTCH BRAND Friction Tape is well known for 
quolity for over forty years. It is free of pin holes 

has correct adhesion has long life and 
stands up on the job. Dielectric strength is 2000 
volts for a single thickness 
~ 


DUTCH BRAND 
PLASTIC __— RUBBER INSULATING TAPE 


TUTai tia Vans U, Resists up to 18,000 volts through o single thickness 

w 6 cateeT © “ —_— it fuses instantly without heat contains no cor- 
rosive chemicals has long life and is dependable 
This tape serves a very definite non-replaceable 
service under electrical codes meeting electrical 
insulating requirements 


DUTCH BRAND 


PLASTIC TAPE 


thin... strong... flexible... 150% stretch lil wl bi 





Here’s quality! Years of research making electrical tape that meets 
electrical insulating requirements is behind the making of DUTCH percen Gee 
1 
BRAND Plastic Tape. DB” WIRE CONNECTORS 
DUTCH BRAND Plastic Tape is thin but strong . . . flexible with 150% “DB” Wire Connectors are made to exacting speci- 
ala . : . fications of phenolic material, they ore weather. 
stretch . . . dielectric strength resists 1000 volts per mil of thickness . -* seeall.. ., Cation aout endl eo aaa toes 
withstands weather and resists oils, acids and corrosive chemicals. It is are designed with long skirt for full insulation 
available in ali widths ... .007” thickness or heavy duty .010” and protection. Knurled design mokes them easy te 


handle and apply. Available in four standard sizes. 
.020” thickness for heavy duty work... for use Sell “DB” Wire Connectors along with DUTCH 


with power driven tape machines. Electrical : SRA? Cotas Tapes 
Wholesalers find it creates repeat sales. 
Johns-Manville 


Stock and Sell | DUTCH BRAN 
mk P R OD U 





All Four Items - 


VAN CLEEF BROS. INC Division 
78 WOODLEWN AVENE cwrcasco 


December, 1954—ELECTRICAL WHOLESALING 





GENERAL ELECTRIC’S JANUARY “BLITZ” PROMOTION PRODUCES ALMOST 


3 YEARS’ SUNLAMP 
VOLUME IN 8 WEEKS 


Audit of sales for 46 stores in 3 cities shows 
what to expect when you tie in with G-E promotion 


ERE are the results when last January’s General 

Electric Sunlamp “‘Blitz’’ was checked in stores in 
Bloomington, Ind., Ann Arbor and East Lansing, Mich. 
Of all the retailers who tied in with this promotion, 
46 kept accurate records of their sunlamp sales for 
General Electric. The average volume per store was 
three years’ normal General Electric Sunlamp sales in 
only 8 weeks—4 weeks during the “Blitz”, 4 weeks 
carry-over. What’s more, the same sensational results 
showed up in a check of stores in Binghamton, N. Y., 
during a previous ‘Blitz’. 
“Blitz” 


Don’t miss out this year — starts January 14th. 


Whether or not you’ve tied in with G-E Sunlamp 
“Blitz”? promotions in the past, it’s just good sense to 
cash in this year. Especially when the sales you make will 
require so little effort on your part. 


Just make sure your dealers have enough G-E Sun- 
lamps to meet the peak season demand. Tell them about 
the full page, full color magazine ad and hard-selling 
TV commercials that will pre-sell General Electric 
Sunlamps to their consumers. Urge them to use the 
colorful display material to cash in on this advertising 
support. Better start taking orders for General Electric 
Sunlamps now. 





URGE YOUR CUSTOMERS TO TIE 


LI a 
T 


DISPLAY 
MATERIAL 





Full page, full color 
January 24 





THE JANE FROMAN SHOW 
January 20, 27 





New streamer and counter 
cards plus the new G-E Sun- 
lamp package puts extra punch 
in Sunlamp displays. New 
package features the famous 
G-E Suntan Girl, takes up less 


space, packs more sales appeal. 








IN WITH THIS BIG G-E “BLITZ”! | 


CE like the 
Si cree Nip 


ites, © 


SUNLay 


GENERAL @@) ELECTRIC 
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fittings 
are carefully 
1 threaded, too 











/ From start to finish Conduit fittings 
get the skilled workmanship and 
expert inspection that mean high- 
quality products and complete 
user-satisfaction. Sell Conduit of 
Columbus fittings for profitable sales 
that repeat. 


/ 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 


Look for this Label 


(? Up .| when you buy fittings 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS «+ PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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The ~ ” Ss.” V-= Belt 
line is 


* Nationwide chain of warehouses provides com- 
plete stocks 


%* Engineering service from field and factory engineers 
* Catalogs, mail pieces and other sales aids 
* Nationally advertised 


U. S. Rainbow® V-Belts are built to perform —and 
bring you, the distributor, repeat business. First, they 
have the Equa-Tensil Cord Section—the exclusive 
United States Rubber Company development in which 
all cords are scientifically placed to insure that each 
pulls its full share of the load. That’s why U.S. Rainbow 
gives split-second complete power response—an unbeat- 
able selling point in V-Belts. 


But that isn’t all. Here are other customer advantages: 


(1) U. S. Rainbow V-Belts keep cool under constant 
stretch and return—the top rubber cushion is in 
proper engineering balance with the lower cushion. 

(2) Straight sidewalls grip the grooves the full height 
of the belt, providing the complete contact which 
increases pulling power and eliminates slippage. 

(3) Inherent stretch is worked out beforehand in the 
factory, yet enough elasticity is retained to enable 
the V-Belt to take the heaviest shock loads. 

(4) U. S. Rainbow Belts are available for special con- 
ditions, such as handling oil, heat, static and 
overloading. 


The “U. S.” V-Belt Line is complete, including sheaves. 
Everything adds up to the fact that you never need lose 


“U.S.” Research perfects it...“U. S.” Production builds it... 
P 





Top rubber cushion in closely engi- 


neered balance with the lower s 
..to keep cool under constant stretch 


and return. 


Equa-Tensil Cord Section— 
all cords scientifically placed, 
each pulling its share of the load. 


A sturdy level cushion a r the 
Equa-Tensil Cord Section pr ¢ 
structural firmness for V-g rrooves A aoa 


over the flat pulley of V “to. flat drives. 








A COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS - F.H.P. V-BELTS + SHEAVES 
FLAT BELTS AND BELTING - SPECIAL PURPOSE BELTS 

PowerGair “TIMING” BELTS AND SHEAVES 





a sale when you carry U. Rainbow. You also get 
“U.S.” engineering help Bre sales aids—while your 
customers get product performance and satisfaction. 
A nationwide chain of warehouses backs up your local 
stock to assure prompt service. Investigate the “U. S.” 
line today by contacting any of our 27 District Sales 
Offices or write address below. 


U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting *« Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products ¢ Protective Linings and Coatings * Conductive Rubber « Adhesives * Roll Coverings « Mats and Matting 
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SALES OFFICES and 
WAREHOUSE STOCKS 


SALES OFFICES 


ATLANTA 
BOSTON 
BUFFALO 
CHICAGO 


BALTIMORE 
CINCINNATI 


KILLARK = Quality 
ALUMINUM = No Rust 
DIE-CAST = Accuracy 


COMPLETE LINE 
OVER 40 YEARS EXPERIENCE 
STOCKS IN MAJOR CITIES 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


69 Mills St., N .W. DALLAS 1903 Griffin St. PHILADELPHIA 2014 Chancellor St. 
49-51 D St. DENVER 1073 Galapago PITTSBURGH 50 26th St. 

278 Johnson St. DETROIT 8319 Mack Ave. SAN FRANCISCO 714 Harrison St 
1528 West Adams St. LOS ANGELES 412 Seaton St. SEATTLE 4130 First Ave., S. W. 


11 W. 25th St. COLUMBUS 2700 E. Main St. MINNEAPOLIS 826 Andrus Bidg 
49 Central Ave. KANSAS CITY, MO. 616 W. 26th St. NEW YORK 600 W. 181 st St. 





i Esc. 


PRE-LUBRICATED WIRE HOLDER 


screws in without pilot hole 





Ordinary Wireholder Blackhawk E.S.C. Treated 


Won’t screw into hard wood without Screws into same hard wood — 


pilot hole. Lag-screw snaps under strain without drilling pilot hole 


Actually hard to believe, isn’t it? Yet every word is true 

The new Blackhawk E.S.C. treated wireholders screw into 

hard wood, without drilling pilot holes. The advantages 

to your customers are obvious — faster, easier installation on 

the job with never any problem of the lag-screw breaking. 

The lubricating compound E.S.C. is permanent. It won’t melt 
ERE} OFFER off in stock regardless of temperature or humidity 

Now, all Blackhawk wireholders are treated with E.S.C. You 
Try the amazing Blackhawk can tell them by the coloration of the lag-screw. And because 
E.S.C. treated wireholder of their definite superiority over other wireholders, your 
yourself. Let your — customers are going to specify only Blackhawk E.S.C. treated 
customers try it. Write ’ : 

once they know about them and use them. 


to the address below 
for a free sample. 





Specify B-I when you buy! 


Plecthawi™ 
ndustries BLACKHAWK INDUSTRIES bubuque, towa 
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The Superior Electric Company 
19124 Demers Avenue, Bristol, Connecticut 


e Please send me the full story on... ® 


NEW 2 


LUXTROL as 
LIGHT CONTROL 


Name 
Street 


City Zone State 


a | 
: 
: 
: 
F 
A 
- 


[-] Have your salesman call 


ia ceees coe eens ces es Cee ee es ee ee 


MAIL THIS 
COUPON 
NOW 


for complete technical data on the revolutionary @ gives you a good mark 


new home light control that problems! 


@ gives to homeowners. at the turn of a dial. e Beats anything you've 
any level of light from dark to full-bright—an high-turn-over money maker! 


entirely new concept in modern home lighting! 
@ And for a Luxtrol Demonstration just get in 


@ installs as easily as an ordinary wallswitch touch with your nearest Superior Electric sales 


@ is moderately priced! office — write us for the address 


In these powerful magazines 
— and through an extensive, care- 
fully-timed direct mail program 

we're telling the LUXTROL story 
right now to homeowners present 
and future, and to architects, build 
ers and electrical contractors. So 
be prepared to meet the rush! Tear 
out the coupon and mail it now! 
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4 
\\ Boost Your TOOL SALES 


with Every Sale of 


4 IDEAL CRIMP CONNECTORS ~ 


Finest 
| Guaranteed 
Quality 














No Other Connector Has Ever Offered 
So Many Advantages for 


EVERY CONTRACTOR and ELECTRICIAN 


.-.-S0 Many Volume-Building 
Sales Advantages for You 


ORDER NOW FOR QUICK DELIVERY 
THE CRIMP SLEEVE 


(Patent Pending) 


Makes a joint that is vibration-proof, never crystal- 
lizes and has very low electrical resistance. Made of 
Both Sleeve and “Wrap-cap” Cadmium plated steel, it insures higher holding 
Insulator Listed by Under- power than any other crimp connector used for 
writers’ Laboratories, Inc., for . . . 
General Use (600 V.) in Pigtail splices. Approved as pressure cable connec- 
Wile Circuit and Fixture tor for general use in all branch circuit combina- 
tions from No. 14 through No. 10 and for fix- 
ture hanging. 
CATALOG NO.30-410...In cartons of 1000 (packed in boxes of 100) 
CATALOG NO.30-510. . Bulk, in cartons of 1000 


a LF 

THE Wrap-Cap 

Made of the same vinyl material used on TW wire, 
the “Wrap-Cap” Insulator is the first to insulate 
all around the joint and between the wires. With 
a snug-fitting, extra-deep skirt, the “Wrap-Cap” 
cannot come off or roll back even when the wires 
are pulled apart at right angles to the joint. It has 
excellent ageing characteristics and resists corro- 
sive atmospheres, sunlight, water—even gasoline ! 


While primarily intended for use with IDEAL 
Crimp Sleeves, the “Wrap-Cap” is an all purpose 
insulator. It is far easier to use than any tape and 
also provides perfect insulation for other uninsu- 
lated connectors including soldered joints, crimp 
sleeves, etc. 


CATALOG NO. +9.415. ..In cartons of 1000 (packed in boxes of 100) 
CATALOG NO. 30-515... Bulk, in cartons of 1000 


PL a Complete FREE PROMOTION PACKAG 
1=— Planned to Bring You Sales RIGHT NOW! 








Show and Sell 


QDEAD All-Purpose 


ELECTRICIANS PLIERS 


TRADE PAPER ADVERTISING—Double page spreads in color in leading 
contractor and electrical magazines. 


“BULL'S EYE” DIRECT MAiL—Thousands of big, colorful mailing pieces 
sent by IDEAL to contractors and electricians coast to coast. 


FREE MAILING PIECES FOR YOU—Imprinted with your name—to tie i 
with this national promotion program. 


with the Double -Indent Crimping Die 


An all-in-one tool that eliminates the need to buy 


or carry a special crimping tocl. Handy New Eng- 
land nose easily gets into hard-to-reach places, can 
be used for burring conduit and twisting wires. 
The special crimping die for use with IDEAL 
Crimp Connectors makes a double indentation in 
the sleeve, gives the tightest, strongest grip on the 
wire. Plastic handles are non-burning and non- 
explosive . . . give a comfortable, powerful grip 
that makes crimping easier and faster. Uncondi- 
tionally guaranteed against defects in workmanship 
and material—you can’t sell a better or more useful 
electricians pliers. Order a liberal supply of these 
sure sellers. 


CATALOG No. 30-420 


POINT OF SALE DISPLAYS—Eye-stopping pieces to make your customer 
ask about IDEAL Crimp Connectors and Electricians Pliers. 


FREE ENVELOPE STUFFERS and counter literature, imprinted with you 
name. 


FREE COUNTER SAMPLES that let your customers see and handle th 
IDEAL Crimp Connector. 


DEAL) 







































































































































































with the new additions 
to the Amprobe Jr. line 


600 VOLT MODELS: 
New Amprobe Jr 
models for plant main- 
tenance men, plant 
electricians, and con- 
tractors specializing in 
industrial work: 


MODEL 525: 0-25 AMPS AC; 0-150/600 VOLTS AC 
MODEL 550: 0-50 AMPS AC; 0-150/600 VOLTS AC 
MODEL 500: 0-100 AMPS AC; 0-150/600 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 








250 VOLT MODELS: 


Amprobe Jr. models for 
electricians, contrac- 
tors, refrigeration, air 
conditioning and appli- 
ance service men: 





MODEL 10: 0-10 AMPS AC; 0-125/250 VOLTS AC 
MODEL 25: 0-25 AMPS AC; 0-125/250 VOLTS AC 
MODEL 50: 0-50 AMPS AC; 0-125/250 VOLTS AC 
MODEL 100: 0-100 AMPS AC; 0-125/250 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 


For only $19.85 (just a few dollars more than 
an ordinary voltage tester), you give your cus- 
tomers more value for their money—open a 
brand new market for yourself. To get your 
copy of the new Amprobe catalog, write to: 
PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 


AM PROBE 


world’s largest-selling line of snap-around volt-ammeters 
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If you're looking for a longer-lived, more weather-resistant, 
more dependable service entrance cable — take a good long 
look at what Silvaline* Type SE with true URC Weatherproof 


protection offers you. 


GENUINE URC SATURANT — not an inferior substitute — makes Silvaline’s 
durable fibrous covering indefinitely resistant 


to weather. 


TOUGH NEOPRENE TAPE covers each individual conductor 
increases resistance to moisture and weather in 
2 colors, black and red — gives the preferred means 


of conductor identification. 


OVER-ALL MOISTURE-SEAL TAPE AND BRAID COVERING pro\ ides high 
resistance to deterioration and adds life to the covering 


SILVER-FINISH COATING provides clean handling and an attractive surface 
... makes greatly improved base for house paint - 
permits use of URC saturant and finish without 


discoloring externally applied paints. 


Silvaline will sell itself to your customers, once you show it to the right cable for the job 
them. If you aren't already familiar with this outstanding 
service entrance cable, just ask your Anaconda Representative 
to demonstrate its features to you. Then you will see how easy 
it is to convince your customers. Anaconda Wire & Cable 
Company, 25 Broadway, New York 4, N. Y. *Tredemart 


WIRE AND CABLE 
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andle ROEBLING and youll 


ROEBLING Building 
Wires and Cables 


...@ full line with every modern feature for 
every type of service. 








ROEPRENE 
c wy eed Power Cable 
ontrol Cables ... Roeprene (neoprene) Style RR Cables for 
-«+(1) Roeplastic (2) Roeprene (3) Polyethyl- 


all types of service requirements, 600 V. 
ene and Roeplastic for all installations. through 7500 V. 











ROEWELD 


Lead or trailing and electrode holder... 


Power Cables Magnet Cable 
recommended for high abrasive and mois- a a ? ne built for longest service life that will out- 
miele deaiiieiane: ‘or shovels, dredges, air compressors, etc. perform competitive cables. 











: < f- 
<E° , ~ ROEPRENE 
ROEPRENE Self- iit 
Supporting Drop Cable ROEPLASTIC RIG-LITE Wire 
three-conductor...for overhead second- Bus Drop Cable ... Single conductor in size Nos. 12, 10 and 8 
ory applications and service drops. ... for connecting motors to bus system. oo specifically for drill- 
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wire and cable need 














aie. ROEBLING Varnished 
ROEBLING Series Canteets Gite ROEPRENE 


Street Lighting Cable : Mine Cables 
... heat resistant; ideal for generator, motor, 


Roeplastic or Roeprene, for use in conduit transformer and oll switch leads, for service o% - complete lines of mining machine, loco- 
or ducts, or for direct burial. up to 15,000 V motive, and mine power feeder cable. 
t A 





YOU CAN CHALK THAT UP as one big reason why you'll do better with the Roebling 
line. Whatever your customers want, there’s the right Roebling wire or cable—right 
size—right construction—right insulation—and you can always make good with full 
and prompt deliveries. 

In addition, these electrical wires and cables are designed and manufactured to the 
high quality standards that have made Roebling the best known name in wire and 
wire products. Wrapped up with every sale are the efficiency, long life and economy 
which assure customer satisfaction and the repeat business that builds profits. 

Distributors find, too, that Roebling wires and cables 
are packaged with extra care; and the big, easy-to- 
read labels are a big help to instant identification 
and more accurate inventory. But write and 
get the whole story on why the Roebling 
line is tops for distributors. John A. 

Roebling’s Sons Corporation, 
Trenton 2, N. J. 


Subsidiary of The Colorado Fuel and Iron Corporation 
BRANCHES: ATLANTA, 934 AVON AVE.+ BOSTON, 5S! SLEEPER ST. 4&5 PITTSBURGH ST. + CHICAGO, 5525 W. ROOSEVELT RD. + CINCINNATI, 3253 FREDONIA 
AVE. + CLEVELAND, 13225 LAKEWOOD HOTS. BLVD.+ DENVER, 4601 JACKSON ST.+ DETROIT, 915 FISHER BLOG.+ HOUSTON, 6216 NAVIGATION BLVO.+ Los 
ANGELES, 5340 €. HARGOR ST.+ NEW YORK, 19 RECTOR ST. + OOESSA, TEXAS, 1920 E. 2ND BT.+ PHILADELPHIA, 230 VINE ST. + PITTSBURGH, ROOM 239, 
HENRY W. OLIVER BLOG. + ROCHESTER, 1 FLINT ST. + ST. LOUIS, 3001 CELMAR BLVD. + SALT LAKE CITY, 526 W. BTH SOUTH ST 
177TH ST. + SEATTLE, 900 IST AVE. SB. TULSA. 321 N. CHEYENNE ST. + EXPORT SALES OFFICE, TRENTON 2, §. ¥. 


* GAN FRANCIBCO, 1740 
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USING EMT? 


USING RIGID 
CONDUIT? 


...No threads to cut 
... M0 fittings to fumble 





—The connector clamp is built-in! 
You save the dollars you’d ordinarily spend on special fittings 


to adapt conventional heads for EMT. 


—Just set the head on the conduit 
and turn the screws. Your men don’t waste time and 


labor cutting threads before installing the head. 


No need to bend the conduit out from the wall to allow 
room for screwing the head on. The handy clamp permits 


installation flush with the wall... vertically or horizontally. 


Lightweight aluminum alloy—seals tightly —moistureproof 


—rust proof, Six sizes: 4%", 4”, 1", 1%”, 1%”, 2”. 


Mr. Wholesaler: 
Stock up on these new heads now—be 
set for sales. Write for details today. 


r / 2110 HOWARD ST., ST. LOUIS 6, MO. 
telephone CEntrai 1-0881 
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BEAT THE HEAT 


on electrical wires and cables at lower cost 


General Cable All-Asbestos and Asbestos-Varnished Cambric wires and 
cables provide safe, sure wiring for power, control, apparatus | 
switchboard installations. Especially where heat is a factor or when 
resistance to flame, oil, grease or corrosive fumes is a must. 

Better than other types of insulation, All-Asbestos and 
Asbestos-Varnished Cambric wires and cables permit higher current 
carrying capacities with the same conductor sizes or the same 
current carrying capacities with smaller conductor sizes. These wire 
and cable products are ideal for installation near furnaces, 

ovens, boilers and in similar hot locations. 


eacs and 


With All-Asbestos 
and 
Asbestos-VC 


STANDARD CONSTRUCTIONS 


Covering 
Asbestos braid, 
or without 


Insulation 
Asbestos 


Conductor 


Solid, stranded, 


ALL-ASBESTOS 
* flexible copper 


ASBESTOS-VC 


Asbestos and 


Varnished Cambric 


covering 


Asbestos Braid 
Cotton Braid 
Lead Sheath 


or aluminum 


Solid, stranded, 
flexible copper 
or aluminum 


Asbestos and 
Gencaseal (polyviny! 
plastic) 


Whatever your wire or cable problem—only General Cable makes and 
can supply every type you need. For future electrical needs 

it pays to wire bigger when building new, wire bigger when re-wiring, 
too! See your courteous General Cable Representative today! 


GENERAL CABLE CORPORATION 


Boston + Buffalo « Chicago 


BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 


420 Lexington Ave., N. Y. 17, N. Y. « Sales Offices: Atlanta + 
Cincinnati « Cleveland « Dallas « Denver « Detroit « Erie ( Pa.) » Greensboro (N. C.) + Houston 
Indianapolis - Kansas City - Los Angeles * Memphis « Milwaukee « Minneapolis « New York 
Newark (N. J.) * Philadelphia + Pittsburgh + Portland (Ore.) « Richmond (Va.) + Rochester 
(N.Y.) + Rome (N. Y.) « St. Louis « San Francisco + Seattle + Syracuse « Tulsa « Wash., D.C. 
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AIR CONDITIONED! 


it’s cool inside 


PEERLITE with GRATE 
also available with 


PERI T less cleaning 


Trademark 


more cooling 


Cool lamps last longer. 
Clean lamps stay brighter. 
Clean fixtures give more light! 


RESULT: greater efficiency 
less maintenance 
*U. S. & Can. Pats. Pend. ‘ 
Trademark registered long-lasting beauty 


Write on your letterhead today for Catalog 911-J. 


THE EDWIN F. GUTH COMPANY = STI. LOUIS 3, MO. 
a ae A ) ae Lighting Fruce IQO2. 
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Business Index: NATIONAL PICTURE 





[— '947-49=100% 1947-49 =100% —4 
300 ——Full-Line Wholesalers ee 
250 1954 — 20 
200 — 200 
150 _ — 150 


da ; — 100 - 
: 3 


=r owe a NM SO AS 
1954 


INDEX (above) % CHANGE 
Sept. 1954 Aug. 1954 Sept. 1953 Sept. 1952 Sept. 1951 1954 from 1953 
132 130 143 129 133 — 5 
Inventories 128 124 145 121 170 —— 





r— 1947-49=100% 
; 
— 3099 ——Wiring Supplies and Construction Materials Distributors 


—_--—}+-— —— — 
































INDEX (above) % CHANGE 

Sept. 1954 Aug. 1954 Sept. 1953 Sept. 1952 Sept. 195] 1954 from 1953 
Sales .... , 147 14] 151 138 137 — 5 
Inventories 173 152 173 155 154 — 








1947-49=100% 
| 399 Appliances and Specialties Wholesalers — 











r— 250 
— 200 se 
eaten 


= is0 ASR ——— 


= 7 MME." <a a 
-— 59 —_-—______—--—- 



































0 Lipebittititiiztitrirer iii | 


1951 1952 


—o 


1954 














INDEX (above) % CHANGE 
Sept. 1954 Aug. 1954 Sept. 1953 Sept. 1952 Sept. 1951 1954 from 1953 
136 112 147 143 133 —| | 


Inventories .. 146 132 168 123 161 —— 


SOURCE: Bureau of the Census. October-November projection is by this publication. Percent 
change in sales is nine months of 1954 from nine months of 1953. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS 
SEPTEMBER 1954 


Sales Inventories 
(% Change) (% Change) 


From From From From 
Aug. 1954 Sept. 1953 Aug.1954 Sept. 1953 


NEW ENGLAND +20 | 3 10 
MIDDLE ATLANTIC +14 13 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL 

SOUTH ATLANTIC 

EAST SOUTH CENTRAL 

WEST SOUTH CENTRAL 

MOUNTAIN 


PACIFIC 





Other Figures of the Month Latest Preceding Year 1946 


Month Month Ago Averages 
Private expenditures for new construction (in millions) October $2,396 $2,437 $2,154 $903 
Public expenditures for new construction (in millions) October $1,104 $1,172 $1,082 $197 
Personal income (seasonally adjusted, in billions ) September $287.4 $285.4 $287.7 $177.7 
Farm income (seasonally adjusted, in billions) September $15.8 $15.2 $15.8 $18.9 


Housing starts (in thousands) Se October 106.0 114.0 90.1 55.9 
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NON-METALLIC 
SHEATHED CABLE 


A.B.C. ARMORED CABLE 


FLEXIBLE 
STEEL CONDUIT 


UNDERGROUND | 
FEEDER CABLE 


This electrician is specifying Columbia 
Cable, Wire, and Conduit. And for good 
reason. 

From experience, he knows that Columbia 
products are easily installed... easy to 
work with. Take your cue from the man 
on the job...he knows...make your 


next installation Columbia and see! 


Approved by Underwriters’ Laboratories 


que 
Send for 


Columbia 
Electrical Data 
Guide Book 


COLUMBIA CABLE & ELECTRIC CORP. 


255 Chestnut St. Brooklyn 8, N. Y. 


Sales Representatives in Following Cities: 


Atlonta, Ga. Coral Gables, Fic. 
Boston, Mass. Cincinnati, Ohio 
Charlotte, N. C. Dallas, Tex. 

Chic ve Detroit, Mich. 
Cleveland, Ohio Glassport, Pa. 
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Houston, Tex. New York, N. Y Sen Francisco, Calif 
Kansas City, Mo. Philadelphia, Pa Seattle, Wash 

Los Angeles, Calif. Portiand, Ore Utica, N. Y 
Minneapolis, Minn. St. Lowis, Mo Tulsa, Okla 

New Orleans, La. 





retailer’s ALL-IN-ONE assortment! 


easier to see! 
easier to select ! 
easier to sell! 


Hot idea that can mean cold cash to you! 
A complete assortment of best selling, 
popular-priced bells, buzzers, push buttons, 
transformers . . . in one eye-catching, sales- 
catching display! One package .. . from 

one source .. . with one quality name — 
Edwards. First of its kind! The display itself 
... heavy duty cardboard, in 3 bright colors, 
varnished to prevent soiling . . . is FREE! 
Remember thousands of potential 
customers have push buttons that stick, broken 
doorbel!s, burned-out transformers. Catch 
*em—with the new Edwards All-in-One 
Retailer’s Assortment. Order yours today 


HERE’S WHAT YOU GET: RETAIL 
VALUE 


3 No. 740 bells with exposed gong, 90¢ ez 2.70 
3 No. 725 buzzers, small but loud, 85¢ e: 2.55 
3 No. 720 fully enclosed bells, 1.00 ea 3.00 
3 No. 620 flush push buttons, 

nickel-plated, 42¢ ea 1.26 
3 No. 6200 flush push buttons 


with mounting plate, 84¢ ea 


3 No. 890 Transformers, won't burn out 
easy mounting, 1.90 ea 

3 No. 600 brass push buttons 
for surface mounting, 28¢ ea 

3 No. 635 white piano-action Keynote 
push buttons, 26¢ ea 

3 No. 636 brass Keynote push buttons, 
surface mounting, 42¢ ea 


3 No. 637 chrome Keynote, 


no holes to drill, 52¢ ea 


TOTAL RETAIL VALUE 22.17 
DEALER'S COST 13.30 
PROFIT 8.87 


Package includes two extra of each item 
as “back-up” stock. Display is 10” x 15” high with 
easel back for counter or wall use 


AND...GET THE DISPLAY FREE? 


WARDS: norwark, connecticut... Since 1872 


IN CANADA: OWEN SOUND, ONT. 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49=100) Oct. 1954 Sept. 1954 Oct. 1953 


Copper Wire, bare, Unit; pound é , ‘ : 132.8 132.8 132.8 
Building Wire, type R. Unit: M feet .........-.. cn anaes inewwns 99.1 96.4 107.2 
Non-metallic Sheathed Cable. Unit: M feet 4 ' ; 87.8 83.9 96.3 
Varnished Cambric Cable. Unit: M feet .... : sion es 142.4 142.4 145.4 
Flexible Cord, type SJ. Unit. M feet ; ; 113.4 113.4 129.2 


Lighting Panelboard, fuse type. Unit: each .. . 115.4 115.4 115.4 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 122.4 
Safety Switch, 2 Pole, type A, 250 volts. Unit: each 145.7 145.7 145.7 
Safety Switch, 3 Pole, type C, 575 volts. Unit: each 140.2 140.2 139.2 
Air circuit breaker, 250 volts. Unit: each 142.3 142.3 142.3 
Power Panel, fuse type, 250 volts. Unit: each 120.3 120.3 122.0 
Power Panel, circuit breaker types. Unit: each 126.8 126.8 126.8 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 145.0 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 136.6 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 146.5 141.1 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 137. 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 153.2 152 

Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110 

Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115 

Plug Fuses, 125 volts, non-renewable. Unit: each 101.1 101.1 101 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 141 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 110.7 110.7 itt 
Motor, a.c., 1/2 hp., 220-240 volts. Unit: each 109.9 109.9 118 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 122 
Motor, a.c., polyphase, induction 3 hp., ball bearing. Unit: each 129.6 129.6 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 
Motor, d.c., 5 hp. Unit: each 140.1 140.1 


Fan, under 12 inches. Unit: each .. ol 109.6 110.4 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 


Drill, production line, 1/4 in. Unit: each 113.8 113.8 
Drill, production line, 1/2 in. Unit: each 111.5 108.3 
Saw, production line, 6-8 in. Unit: each 103.9 103.9 
Pliers, 6-in., long nose. Unit: each .. 164.1 164.1 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each 130.5 
Distribution Transformer, 45-50 kva. Unit: each 125.5 
Dry Type Transformer, 15 kva. Unit: each 122.9 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 
Dry Cell Battery, portable radio ''B" pack 67 1/2 volts. Unit: each 115.1 
Dry Cell Battery, general purpose. No. 6 type | 1/2 volts. Unit: each 140.1 


Voltmeter, portable type, 3 |/2-6 1/2 inches. 0-300 volts. Unit: each 156.3 


Ammeter, portable type, 3-6 | /2 inches. Unit: each 151.3 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 138.1 


Toaster, automatic, "pop-up." Unit: each 108.2 
lron, under 4 pounds. Unit: each 107.8 


Cooking range, standard size. Unit: each 104.0 
Washing Machine, nonautomatic, wringer type. Unit: each 106.2 
Washing Machine, automatic. Unit: each 102.3 
lroner, table model. Unit: each 115.5 
lroner, portable model. Unit: each 102.0 
Vacuum Cleaner, upright. Unit: each 108.0 
Vacuum Cleaner, tank. Unit: each 108.9 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.4 
Home Freezer Chest, 7-12.4 cubic feet. Unit: each 101.8 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 105.2 


Radio, table model. Unit: each 88.1 
Radio, console model, radio-phonograph combination. Unit: each 97.8 
Radio, portable model. Unit: each 91.4 
Television, console model. Unit: each 68.6 68.4 
Radio-television-phonograph combination. Unit: each 68.5 68.3 
Television, table model. Unit: each onan 73.5 73.5 


Source: Bureau of Lobor Siatistics 
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MACHINE TOOL WIRE 







ANACONDA MACHINE TOOL WIRE has a specially- 
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o44 ft 24s 
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compounded viny] resin insulation... assures long dependabk 
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makes installation easy. 


Are you profiting from all these advantages 
of plastic-insulated machine tool wire? 


“makes” 


Anaconda has engineered a 


Insulation a mac hine tool wire. 
That’s why 
special vinyl resin compound for the job. 
This dependable, long-lasting material— 
called Densheath*—resists every known 
enemy of machine tool wire. 

Oil mist set up by a milling machine 
has no adverse effect on Densheath. Nor 
has vibration in a broaching machine . . 
the coolant on a grinding machine 
metallic dust and dirt around a lathe. 

Densheath flexible. Its 


wire is slim 


RESISTS OIL RESISTS MOISTURE 


small size saves space. And it’s easy to 
install: it strips clean with a knife; built- 
in, permanent 
tracing. 


color coding simplifies 

Flame-resistant? Of course. It will not 
burn nor support combustion. 

And its quality is typically Anaconda! 
The latest equipment, rigid product con- 
trol, selected materials assure you of uni- 
form high quality product with every 
order. To order, or for more information, 
call your Anaconda Salesman or Distrib- 


STRIPS EASILY 








utor. He 


can also give you full informa- 


tion on Anaconda control cable and port- 
able cord that you ‘may 
Wire & Cable 
New York 4, N. ¥ 


*R 


need. Anaconda 


Company 25 Broadway 


DENSHEATH 


MACHINE TOOL WIRE 


ANACONDA 


FLEXIBLE COLOR CODED 











TIMES and TRENDS 





A Good Start 


There’s no longer any question about it—the 
adequate wiring movement is starting to go 
places at last. After years of sitting on a siding, 
the program has been switched on to the main 
line and is picking up speed. Its forward mo- 
tion is now measurable—in terms of publicity, 
advertising, rewiring financing plans, voluntary 
building standards, proposed revisions in codes 
and local “let’s do something about the wiring 
Situation” meetings. 

In a little more than a year, adequate wiring 
has suddenly become Big Time. Who a year 
ago would have bet on the chance that the 
country’s biggest consumer magazines would 
publish feature articles on the inadequate wir- 
ing problem. Well, that’s just what they have 
done—and millions of prospective and present 
owners of homes have been editorially exposed 
to the hazards of overloaded circuits as a result. 
Who would have believed that one company 
would step forward and spend the kind of 
money necessary to create a consumer advertis- 
ing campaign around adequate wiring. Well, 
that’s just what one copper company has done 
—and more millions of homeowners have been 
alerted to the shortcomings of their electrical 
systems. 

How come? What accounts for this sudden 
interest? The answer is as simple as this: at the 
11th hour and 59th minute, the electrical in- 
dustry finally awakened to its responsibility 
and decided to do something about inadequate 
wiring. 

No single person or group threw the switch. 
It was a simultaneous action by the responsible 
elements in the industry. The National Ade- 
quate Wiring Bureau, long hobbled by industry 
disinterest, was ready with the facts and an 
organization. The electrical business papers, 
long aware of the problem and its apathetic 
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reception by readers, recognized that the psy- 
chological moment had arrived. They seized 
the opportunity brought by the crisis of new 
appliances on overloaded lines to play the part 
of Paul Revere (EW—Oct. ’53, p. 69). 

Practically every branch of the industry 
pitched in. Cincinnati Gas & Electric Co. led 
the way for the utilities with its revolutionary 
“pay-as-you-go” rewiring plan. For the manu- 
facturers, several wire and cable companies 
stood out as the big promoters. 

The electrical distributors’ part has been sub- 
stantial, too. As chairman of the Adequate Wir- 
ing Plan Committee, distributor Les Barrett 
traveled the country, speaking up for the pro- 
gram. On the local scene, Ray Jeffirs and John 
Newton (see page 46) are among those whole- 
salers who are making things happen for 
adequate wiring. 

But everything so far adds up only to a good 
start. The progress we make in the next few 
years is what really counts. Here’s why: elec- 
trical manufacturers plan to produce 428 mil- 
lion appliances in the next five years. They also 
plan to produce the $2 billion worth of ap- 
paratus required to power this load. But here’s 
the rub: they’ll never make these goals unless 
adequate wiring becomes a reality in millions 
of present homes and homes yet to be built. 
Incidentally, this five-year AW sales potential 
amounts to $31 billion in wiring supplies. 

This is going to call for an even greater 
effort from everybody. But everybody stands 
to gain. Give adequate wiring a push—and 


you're sure to profit. 


The cover design this month embodies the 
staff's sincere wishes to you for a very merry 


Christmas and a prosperous New Year. 


Dgerge Bowrgrrnasstem— 


EXECUTIVE EDITOR 








In electrical 
Tatielirelarel ats 


WIDIL ETS, 


Quality does count in practically every electrical conduit installation that you 
make. When you use CONDULETS you know that you are putting in electrical 
equipment of the highest quality, because CONDULETS have been doubly 
tested .. . in the factory and in the field. 


Crouse-Hinds quality control assures a long-lasting product and field records 
prove it by the test that only time can give. Thousands of CONDULET instal- 
lations are still in tip-top condition after twenty, thirty, or even more than forty 
years of dependable service. 

The illustration at the right shows four of Crouse-Hinds’ basic quality features 
that are common to all CONDULETS. The fifth, Wedge Nut Fasteners, is an 
exclusive Crouse-Hinds feature that has made Obround CONDULETS preferred 
by electricians everywhere 





Taper tapping. Condulet threads are taper 
tapped to match tapered conduit threading. Makes 
a rigid joint that will not loosen. This assures perma- 
nent ground cdntinuity . . . important for safety. 


integral bushing. A smooth rounded surface 
protects wire insulation. 


Material. Feraloy ...aspeciail alloy that is strong 
and tough, resists corrosion, and gives sharp, full 
threads 

Finish. A triple treatment provides long-lasting 
protection ... exceeds Federal and U. L. specifications. 


Wedge Nut cover fastener. Clear cover ‘> 


Type EVA Explosion-Proof 
Lighting Fixture 


1 
Li 
aa 
— 
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opening ...no projections. Noloose parts ... Wedge 
Nuts and screws self-retained. No screw holes to 
align. 
‘ < 
‘ More than 15000 items are listed in the Condulet 
Catalog including a complete explosion-proof and dust- 
Type ARE Arktite tight line for use in hazardous locations. 
Receptacle Equipment On your next job, use CONDULETS ... they're made 
right to last longer. 


. 


*CONDULET is a coined word registered in the 
U.S. Patent Oftice. It designates a product 
made only by the Crouse-Hinds Company. 


Type FS Condulet 
With Pilot Lamp Receptacle, 
Switch and Plug Receptacle 


Type VC Vaportight 
industrial Lighting Fixture Type EPC Explosion-Proof 


Type GUAC Explosion-Proof Type FLF Explosion-Proof Motor Starter and 
Junction Condulet Manual Motor Circuit Breaker Condulet 
Starting Switch Condulet 


A CROUSE-HINDS COMPANY 


Nationwide 
Distribution Syracuse 1, N.Y. 
Through Electrical OFFICES: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston 
Wholesalers iii - en City — Los Angles — Milwaukee — Minneapolis — New Orleans — New York — Philadelphia 
sburgh — Portland. Ore. — San Francisco —- Seattle — St. Louis — Tulsa - - Washington 
- yy RESIDENT REPRESENTATIVES Albany — Atlanta — Baltimore — Charlotte — Corpus Christi — Rich d. Va — Sh Pp 





Crouse-Hinds Company of Canada. Lid. Toronto, Ont 


CONDULETS « TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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What's Happening 


Washington, D. C. 


December 1, 1954 in Washington 





Urban Renewal Program Boosts Plans for City Housing— The whole 
bundle of new federal aids designed to prevent the decay of cities is beginning 
to take hold. What used to be called “slum clearance” is now “urban renewal” 
—but it’s more than just a change in name. 


Eisenhower's urban renewal package makes it possible for cities to offer 
planners and private home builders many more inducements to tackle blighted 
areas or out-and-out slums. Already, Clarksville and Lewisburg, Tenn., and 
Somerville, Mass., are well along the road to making the most of the new law 
passed in August—and at least 80 other cities from coast to coast are pre- 
paring their own “workable programs” for approval by housing officials in 
Washington. 


Once this is done, federal aid may be asked for such things as these: 


Loans for planning and other purposes; federal grant of two-thirds of the 
cost of preparing a site for a developer; FHA mortgage insurance for those 
who finance either new construction or rehabilitation of dwellings in slum clear- 
ance and urban renewal areas; insured loans on low-cost housing for those 
displaced by governmental action—slum clearance, street relocation, or what 
have you. 


Regulations for insuring mortgages under the new law are now available 
at FHA offices around the country. 


Lease-Purchase Programs Get Under Way—As EW went to press, the 
first 10 projects to be built under the new federal “lease-purchase” law were 
about to get final approval from the Congressional committees that have the 
last say. The buildings include federal post offices and office buildings, and a 
new atomic energy building in such areas as Green Bay, Wis.; Kansas City, 
Kans.; Rock Island, Ill.; Brooklyn, N.Y.; Point Pleasant, N.J.; St. Marys, Ohio; 
Oxford, Pa.; Scranton, Pa.; and Atlanta, Ga. Total cost of the group: more 
than $17-million. Scores of additional buildings are in the planning and ap- 
proval stage 


General Services Administration will pick architects, then seek competitive 
bids from construction contractors based on the designs. With construction 
bids in hands, GSA will seek bids from potential investor-owners to get the 
best deal for the government. GSA, rather than the architect, will supervise 
construction. 


@ Military Switching to More Open End Contracts—Procurement officials of 
the military are pushing “open-end” or “call-type” contracts with more of their 
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suppliers. It’s the kind of trend that could mean more business for wholesalers 
and those who can deliver needed quantities of shelf-type goods quickly. 


The idea is to cut down on the number of items held in large inventory by 
the military services, and depend more on quick delivery from vendor inven- 
tories to supply military installations around the country. 


Generally, the call-type contracts are applied to what you would call com- 
mercial items—such things as office and building supplies, small machine tools 
and portable tools, typewriters, accounting devices, some construction supplies, 


and the like. 


At the beginning of 1953, the Defense Department had only about 500 
such items on call-type contracts, with purchases running at an annual rate of 
about $63 million. By this fall, the number of items was four times as large, 
and the volume of purchases had increased almost that much 


Paying a Wage Demand of a Union—An employer who claims inability 
to pay in the face of a union’s wage demand must back up his position with facts 
and figures. The National Labor Relations Board says a company must show its 
books—or the statistical equivalent—to the union if it pleads inability to pay 
as the reason for not granting a wage increase. 


This recent NLRB decision sharpens a previous board stand that a firm must 
produce records to substantiate a claim that its “competitive position” would be 
hurt by granting the union’s demands. This is the same as claiming inability to 
pay, the board says, and becomes refusal to bargain when not providing proof. 


But there’s a loophole for management. A company can simply refuse to pay 
an increase without stating the reason—even if it’s financial. There’s nothing 
illegal about this, provided you bargain in good faith. 

It’s clear under other NLRB rulings that the union, itself, does not have to 
see a company’s books. The employer can call in a CPA to examine the records 
and his statement will be enough. 

A union may demand an employer's records in order to “negotiate more in- 
telligently,” but an employer doesn’t have to accede to this—unless he bases his 
refusal to grant an increase on an economic position. 


Taxes on the Front Burner Early Next Year—One of the first legislative ac- 
tions Eisenhower will have to take up with the Democratic Congress is the 
question of extending business tax rates. 

Biggest single item is whether to allow present corporate income tax rate 
of 52 per cent to drop to 47 per cent on April Ist, as provided in present law. 
Eisenhower will probably ask for this, and Congress. will probably vote this. 

Excise taxes on autos, gasoline, liquor and tobacco are also due in April, 
and there may be a bigger fight over this. Odds seem to favor Congress voting 
to continue existing rates. 

Taxation of co-ops may come up; Treasury officials have an outside agency 
studying this for them. 

Reduction in capital gains tax is something officials would like to recom- 
mend, but they’re afraid Congress would tie a request tightly to individual 


income tax relief. 
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ARE APPROVED AS 
CONCRETETIGHT 
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When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


Cross Section 
Showing 
indentations 


All B-M Indenter . 7 
Fittings ore U. L. 

approved as Concrete- 

tight and for General 


Use. (File Card E 10863). Also comply GALVA,* ILL! C 0 is 


with Federal Specifications W-F-406. 


Warehouse Stocks in Principal Cities for Immediate Delivery! 
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Motors and Motor Controls 


Can They Be Sold Together? 





By Thomas F. Preston 


YES! Says One Group of Distributors and Salesmen 


444 T one time in our business, we were toying with the 
idea of dropping our motor line because it wasn't 
paying us to keep it on the shelves. We didn’t have any 
men qualified to do a real selling job and the regular sales- 
men shied away from it because it was too technical. When 
we confided in the manufacturer about our plans, he started 
in correcting this problem by holding ‘motor clinics’ in our 
office for the outside men and offering himself as a consul- 
tant on any motor application too tough for them to han- 
dle. Now the salesmen are motor-minded enough to look 
for order openings whenever they're out selling motor 
controls.” 
That's the frank “confession” of one New York electri- 
cal distributor who firmly believes in the “pairing” method 


NO! Says Another Group of 


— there is a way to successfully tie in motor sales with 
motor controls (or vice-versa), then I'd like to know 
about it,” one upstate New York electrical distributor said 
recently. “We tried every method in the books to promote 
these products together—even to the extent of having 
a drive on them running concurrently—and failed every 
time. We don’t seem to have trouble in selling motor con- 
trols; our salesmen know enough about them. Our trouble 
has been with motors. We've come to one conclusion—we 
just don’t know enough about motors to do a complete sell- 
ing job.” 

Another distributor in industrialized New England had 
another problem. “Many of our industrial accounts,” he 


of selling motors along with motor controls—always build- 
ing upward on the firm base of product education 

“With just a little effort on our part—and with the as- 
sistance of the motor manufacturer—we were able to 
double our sales of motors in one year,” he said. “This was 
due to: 1) increased stock; 2) a better variety of stock; 
and 3) a firm understanding between ourselves and the 
manufacturer with respect to technical advice and sales 
training.” 

“Distributors should look upon themselves as the logical 
outlet for motors,” says a Buffalo, N. Y., distributor. “If 
they don’t, somebody else less desirable and completely 
foreign to electrical distribution will someday take over 
the job. The motor manufacturer is partly to blame for 


Distributors and Salesmen 


said, “are original equipment manufacturers. While we do 
a big business with them on motor controls we have yet 
to be able to sell them motors, which they can buy direct 
from the manufacturer at a price below our published cost 
And as far as we're concerned, OEM business is the only 
volume business a distributor can look to in selling motors 
as a direct tie-in with motor controls 

In the Midwest, a distributor salesman hinted at a pos- 
sible drawback he encountered in this connective selling 
routine when he remarked: “Sixty per cent of the local in- 
dustries here are standardized on one or another motor and 
motor control product. When we get into the plant that is 
standardized on, say, our motors, then we'll work like mad 
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Why This Story Is Important to You 


At a meeting of the Motors and Industrial Ap- 
paratus Committee of the National Association 
of Electrical Distributors, the question of motors 
and motor controls was discussed by both manu- 
facturers and distributors present at the meeting. 
It was the opinion of one manufacturer present 
that the distribution of motors is definitely an 
important item for the industrial type of elec- 
trical distributor to become interested in and 
should be given just as much consideration in the 
distributors’ selling plans as motor controls. 

Too many distributors, he added, are overlook- 
ing the sales potential of motors as a tie-in with 
their control business. 

Electrical Wholesaling wanted to find out why 


this sales potential was overlooked because, on 
the surface, there seems to be a direct connec- 
tion between the two products that can spell big 
replacement business for the distributor. Is the 
distributor remiss in his responsibilities to his 
supplier by not taking an active part in combining 
sales of both products to customers? Or is he 
backed up against a stone wall of resistance on 
the part of his customers, being balked in this 
avenue of connective selling by the very nature of 
the products themselves? 

On these and other pages, Electrical Whole- 
saling presents the comments of distributors and 
salesmen on this subject and offers some ideas of 
practical help to this situation. 





with some reservations on the 


some of the conditions existing in motor distribution today. 
But are our hands clean? We say that manufacturers are 
making everybody distributors today. But what are we 
doing to get more of their products into the hands of the 
user? Do we have the men to go out and really do a bang- 
up promotional job on motors? Do we even try? We did 
not too long ago and, while we didn’t do so well as we ex- 
pected in trying to tie in motors with our other items like 
motor controls, we still had some measure of success at it. 
And we think we'll do better as time goes on because we've 
convinced the manufacturer that we're out to be a part of 
his selling force. As such a part, he’s willing to go along 
with us and do all he can to extend and strengthen this 
selling aim.” 


part played by the manufacturer 


“Once the manufacturers get over their ‘stage fright’ at 
accepting the distributor and his organization as the only 
clear thruway on which to get motors from their factories 
into industry and commerce, then I think this idea of sell- 
ing motors and motor controls together in one package will 
get the boost it deserves,” says another distributor. “And 
that day isn’t too far off if what is going on in our own 
company is any indication. We've just completed a city- 
wide industry meeting on motors, attended by many of our 
top customers and supervised by our motor supplier repre 
sentatives, that will go a long way toward cementing rela 
tions with our customers and labeling us as the main source 
for their motor needs. From there we'll see what we can do 
to tie in more motor control sales.” 


and the rub seems to be with the motors end of the business 


to get them standardized on our motor controls. But when 
we go into a plant that isn’t standardized on either our mo- 
tors or motor controls, then we don’t try to sell them both 

as a tie-in. It’s first things first and hope for the best— 
in this case, being able to sell the plant on one or the other.” 

Another distributor was more blunt. “Look,” he said, 
‘everyone and his brother is a distributor of motors. In this 
city alone (pop. 332,000) there are about 20 motor dis- 
tributors (and I use the term loosely). I'd say about 11 of 
these ‘distributors’ are legitimate; the rest are dealers, mo- 
tor repair shops, agents and the like. If you don’t think 
that it’s a rat race around here trying to get a decent price 
on motors then you should see it when the fur starts fly 


ing on discounts. Do you blame me if I think seriously of 
dropping our motor line altogether? 

An eastern distributor was just as outspoken. “I have 
four salesmen whom I consider to be top-notch men in the 
motor control field,” he said, “and they're that way be 
cause of the training they've received both at the factory 
and local level. But, by their own admission, they're afraid 
to go after a motor order because of the lack of training 
they've received in that end of the business. So, rather than 
let their motor control business suffer as a result of 
this avoidable ignorance, they'll disregard motors—even 
though they may have a perfect opportunity to tie in such 


sales.” 


Turn the page for some practical ideas on how to promote successful tie-in selling 
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Motors-Motor Controls (cont.) 
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Rowe Electric salesman Paul Hank has some 


¢ 
oo 


* 


vs 


success with motor-motor control selling, but confesses . . . 


Tie-in Selling Is Tough Going 


ALESMAN Paul Hank, Rowe Elec- 
tric Supply Co., Rochester, N. Y., is 
a firm believer in tieing in sales of mo- 
tors with sales of motor controls when- 
ever possible. But sometimes this “pair- 
ing off” selling technique stumps him 
“The situation,” he says, “just doesn’t 
present itself as often as I'd like 

‘So many of my control customers 
get their motors from another source 
of supply that it’s difficult to really fol- 
low through in promoting both prod- 
ucts together. So my time spent in this 
phase of the business is in trying to 
convince my customers that I am the 
most logical source of supply for all 
their electrical needs—motors, controls, 
wire, switches, panelboards.” 
e Divergent Industries—His custo- 
mers run the gamut from OEM ac- 
counts to canneries and all are sizeable 
users of motors and controls. The inter- 
play of trying to combine one with the 
other (his Century motor and Clark 
controls) takes on many forms of sales- 
manship with just as many different re- 
sults. Here are but a few of them: 

Gasoline and oil company—Good 
motor control account mainly because 
Hank had given them some technical 
assistance in centralizing the company’s 
distribution system from different out- 
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lying sections of the pumping units to 
one location in the main office. But 
motors on the pumps are furnished by 
the original equipment manufacturer. 
Chances for replacement business un- 
likely since oil company sends out de- 
fective motors on contract to be re- 
wound by motor repair shop. If totally 
defective, the new motor will be pur- 
chased through this motor repair shop. 
In this case, the “other” source of sup- 
ply is clearly defined 

Canning plant—Hank.called in for 
engineering help in changing over gas- 
oline-driven assembly process to elec 
tric-driven. From this one contact he 
was able to furnish the cannery with 
four 30 hp, 1,200 rpm, 220 
3-phase explosion-proof motors, plus 
shaft standard 
line starters, motor bases, power panel, 
main disconnect switch, wire troffing 
and all the wire. A renewal parts stock 
was also set up at the plant for on-the- 


volt, 


extensions, across-the- 


spot maintenance. In this case, Hank's 
engineering ability paved the way for 
the combination sale 

Manufacturer of dental equip- 
ment—Company is in the process of 
standardizing on motor control line, 
thus the business in this plant is brisk 
Trying to sell motors at this plant is a 
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Manufacturer gets all 
machinery installed. All 
obsolete machinery stripped of motors 


different story 


with motors 
and these motors are stored away for 
future use on other machinery or for 
replacement. Maintenance of motors 
taken over by outside motor repair 
firm. This firm has first call on all new 
motors ordered by the manufacturer. 
No replacement business available for 
Rowe on motors; doesn’t affect motor 
control business 

Super market chain—Twenty mo- 
tors running Compressors in one store 
of this eleven-store chain. Motors come 
as original equipment on compressors. 
Replacement 
main purchasing office of the chain; 
motors bought direct. Motor control 
good. While not actually 


getting motor business, Hank neverthe- 


business originates at 


business 1S 


less has promoted motor line to the 
point where electrical engineer speci- 
fies Century compressors. 
e One in Four—On an average of 
one out of four calls to his industrial 
accounts, Hank is able to come up with 


on all new 


the sale of a motor along with the sale 
of a motor control 

Asked why the ratio was so little in 
favor of his getting a motor order on 
his calls to industry, Hank is quick to 
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if You’re a Manufacturer 


if You’re a Distributor 


... You can begin right now to re- 
evaluate your Own position in motor 
distribution—as a possible tie-in with 
your motor control and other equip- 
ment business. You can 
your place in motor sales by listing 


determine 


the various concerns in your territory 
and ¢stimating their motor require 
ments. You will probably be agree- 
ably surprised to find that your figures 
are much larger than 
pected. 


you had ex- 


You can encourage your sales 
force to gain a thorough knowledge 
of motors and their applications (EW 

Aug. '52, p. 69-79; Dec. '52, p. 65- 
67; May '53, p. 82-83; Nov. °54, p. 
60-61; Dec. 54, p. 58-59). A few 
hours of study on his own prepares 


a salesman who is intent upon being 


successful in selling motors along with 
motor controls. A distributor should 
never consider motors as a shelf item 
until his educated 
enough to sell them with the same 
and 
other item he handles. Inter-company 


salesmen are 


knowledge confidence as an 
training and study can develop that 
knowledge and confidence 


You can go halfway with your 
motor manufacturer in building ac- 
ceptance of his line in your territory 
by bringing together your industrial 
customers for an industry-wide meet 
ing on motor selection and applica 
know yourself that 


tion. You many 


times your Customers are unaware of 
the specific and size of 


that 


type motor 


will do the best job for their 


needs in the plant. Your industrial 


Here’s What Can Be Done To Improve the Motor Half of Tie-in Selling 


customers will rchase trom the dis 


tributor or other who 


source OF SUPPLY 


can best inform them of their par 


ticular requirements 


You can stock a s 


of motors in your warehouse so 


you Can be able 


zeable amount 
that 
to handle most motor 
orders right out of stock. This means 
your market and its 
Most 


trom the rest of 


Knowing poten 


tials important, it sets you off 


your 


competitors as 


the main source of supply in 


| your 


area. This need for complete stocks 


has been attested to by the returns of 


a fairly recent among plant 


electrical men on what influences 


them most in the choice of an ele 


trical motor brand or make. Two of 


the weightiest consid 


motor Duying 


erations are availabilit delivery 





. You can institute some type of 
training program for the distributor's 
salesmen in an effort to promote more 
motor sales through the electrical dis 
tributor. Motor 
ers have accomplished this educa 
(EW—Nov. ‘54, p 


iG) to the point where most indus- 


control manufactur- 


tional process 


trial salesmen going into plants today 
back 


through on most 


have the sales and technical 


ground to follow 


motor control sales. Unfortunately, 


this hasn't been true in the motor 


product first-hand and be exposed to 
a continuous round of motor control 
Motor 


turers can adopt this same educational 


selling techniques manufac 


procedure if they see fit and get as 


much benefit from it as the control 


ndustry 


; 


You can put at the disposal of 


our distributors a competent factory 


salesman who is capable of going 


out into the territory with distributor 


salesmen on motor applications too 


technical for these salesmen to serv 


tributors more conscious of their place 


and stake—in motor distribution 


You can reevaluate your policies 
of selling direct to manufacturers of 


original equipment so that the dis 


tributor salesman who originates a 


large motor sale at these accounts 


will have at equal chance to tollow 


through ; place the with your 
tactory. Replacement business in the 
motor field, while substantial in some 
s now the onl 


industry tor the 


field, possibly because of motor man 


ice adequately. Distributor salesmen salesmen. If thes salesmen 


ufacturers’ historical pattern of deal 


need this qualified consultant engineer issured of OEM business when 


ing directly with industrial customers ; i 
ing « i back them up in the field and if they « e the original sal 
on problems of selection and applica 
} 


Nnanges in 


tion. This situation can be altered by You can devise some means 


having trained factory personnel com- whereby a distributor can receive 


ing before individual distributor sales 1ancial return on his motor invest 


groups and instructing them on the ment commensurate with the effort 


fundamentals of motor selling. Many required to sell them. Be this pri 


motor control manufacturers send protection on stock or a revised sys 


their distributor salesmen to the fac- tem of distributor discounts, some 


tory school for a certain period of changes in existing policies are neede 


time to let them get a grasp of the at the manufacturer level to make dis 








OEM 


two-motor 


point out: “So many different kinds of orders like the ones 


motor sources from which customers hand out. One- and 


can tap—even direct sales by motor can never take the place of th 
manufacturers to industry plus orders 
Motor Meeting—To help Hank 


our only business in motors and, to tell and the other Rowe salesmen promot« 


Replacement business seems to be 


you the truth, it’s not all that it's the Century line of motors to Rochester 


cracked up to be. Of course, it’s a good industry, Rowe has just completed 


business incentive for us and, if we fol motor symposium” for 70 industrial 


low through on it, we can get sufficient men—engineers and designers from _ clared 


volume. But to be successful in motor most of the industries in the ca 


selling we have to be in line for the big 


mayor 


this meeting, specialists fron our business 


area. At 
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They re 


Selling 
Electric 
Ceilings 


HUDDLING on latest electric ceiling job are (| 


Leff Electric’s A. S. 


to r.) 


Kraut, supply sales mgr. A. Schwartz and Luminous Ceiling, Inc.’s L. Siegel 


Spearheaded by a distributor-manufacturer selling trio, the three-year 
electric ceiling sales campaign of the H. Leff Electric Co., Cleveland, 
Ohio, has scored heavily and opened up an untapped industrial market 


IONEERING with a new kind of 
engineered lighting, the H. Leff 
Electric Co., electrical wholesaling 

firm of Cleveland, Ohio, has success- 
fully sold dozens of electric ceilings— 
“at a good margin of profit,” according 
to Allan Schwartz, supply sales man- 
ager. 

Leff-sold electric ceilings can be 
found in many buildings in the Cleve- 
land area and several recent installa- 
tions are currently being completed. 
The firm found that one job more than 
sold another, but it wasn’t easy to sell 
them in the beginning—to the cus- 
tomer or the contractor. 

Perhaps the concept of a ceiling that 
housed and supported all electrical de- 
vices, including lighting, acoustical ma- 
terials, sprinkler heads, air diffuser out- 
lets and other mechanical devices, was 
a bit too new—too radical sounding— 
then. The electrical, mechanical and ar- 
chitectural scope of such a job may 
have caused many electrical contractors 


By George D. Farley 


to shy away. Whatever the reasons, 
there was an initial resistance. 

e Tell-Sell Them—It took a deter- 
mined educational sales effort by 
Schwartz, Leff lighting engineer A. S 
Kraut and Luminous Ceiling, Inc.'s 
Larry Siegel to put their product across. 
They were successful. In the beginning, 
most of the electric ceilings were sold 
to commercial customers—banks, of- 
fices, etc., with the contractors gaining 
more confidence with each job. 

The industrial market potential 
seemed small and unapproachable until 
the sales trio cultivated the engineering 
staff of the Tapco plant, Thompson 
Products, Inc. They sold several small 
Acusti-Luminus installations — but 
none in industrial areas. 

On August 18th of this year, the 
three men were called in by the plant's 
electrical design engineer, Norman C. 
Vicha, to help solve a problem. This 
was it: lighting had to be provided 
within three weeks for an 8,300-sq. ft. 
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area to be used for the assembly of 
high precision aircraft parts. Realizing 
that the critical, high quality require- 
ments of this type of assembly would 
entail the installation of high-intensity, 
low brightness, shadow-free lighting, 
Vicha and his staff decided to concen- 
trate on the last two needs: elimination 
of glare and shadow. High intensity 
then became of secondary importance. 
On the strength of their experience 
with the previous small, Leff-sold in- 
stallations, the company was interested 
in the possibility of using an electric 
ceiling. Since this wasn’t just a matter 
of buying and mounting fixtures but 
one of a change in the electrical, me- 
chanical and architectural design, the 
management had to be 
Schwartz, Kraut and Siegel, armed with 


convinced. 


layouts and an almost complete price 
list, conferred with the company’s of- 
ficers. They pointed out the many ad- 
vantages to be gained with an electric 
ceiling. They explained that, besides 


1954 





EO 


Leff-sold electric ceiling in Tapco plant of the assembly of high precision aircraft part 
INDUSTRIAL Thompson Products, Inc., provides 85 ft. c. The installation uses 980-8 ft 48-4 #t. and 
= | 5 


(maintained) of glareless, shadowless light for 32-2 ft. fluorescent fixtures and lamp 


Dual purpose ceiling in Otis Elevator C Simulating daylight, Sun Finance Co.’s electric 
LOBBY lobby provides 5 £4 encloses air OFFIC F ceiling furnishes 45 ft. c. of diffused light r 
conditioning, too. Contractor was Parker close paper-work eye fatigue Herbct Flectr 


Electric Company, of Cleveland Company was contractor on this installatior 
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Electric Ceilings (Cont.) 





eliminating shadow and glare in the 
assembly area 

e The installation could use rela- 
tively inexpensive single tube eight- 
foot fixtures (minimizing the use of 
four- and two-foot fixtures) mounted 
and easily wired in continuous rows 

e The plenum chamber could be 
used for supply or return air with the 
ventilation system (reducing duct re 
quirements 

e Much money could be saved by 
eliminating an expensive finished ceil- 
ing of another type 

e Ceiling weight would be substan- 
tially reduced 

e Unsightly ducts and piping could 
be enclosed economically 

e Fixtures could be maintained, 
lamps could be replaced, and the plas- 
tic diffuser cleaned more easily and eco- 
nomically 

The management agreed and the 
race against time began. The contract 
called for delivery of all material with- 
in three weeks from August 23rd. 
Within two weeks the installation was 
CONFERENCE ROOM incorporating 9 fluorescent dim- turned on with an initial reading of 

ming system, this Leff-sold electric - : s 
ceiling in Thompson Products’ audi- 115 footcandles—85 footcandles main- 

rium provides four lighting levels for as many room uses tained. There had been only one hitch. 
On Labor Day, September 6th, the 
plant's electricians discovered that they 
needed some plastic diffuser and lamps 
to finish the job. Siege! borrowed some 
diffuser from another job in progress 
at the Second Federal Savings and Loan 
Bank in downtown Cleveland. Mean- 
while, Schwartz came down to the H. 
Leff Electric Co. building and brought 
the needed lamps to the job. 
e Widening Market—The Thompson 
Products electric ceiling installation is 
just one example of what a distributor, 
working with a manufacturer, can do 
with a hot product. The selling trio— 


, 












































Schwartz, Kraut and Siegel—is cur- 
rently expanding its cultivation of the 
market with the full backing and pro- 
motion of H. Leff Electric’s organiza- 
tion. They've sold offices, stores, build- 
ing lobbies and even small residential 
jobs, working with the contractor 
whenever possible. 

“But we're really going after that big 
industrial market,” supply sales man- 
ager Schwartz emphatically declares. 
“If you can sell one, you can sell them 
all—and the beauty of selling the elec- 
tric ceiling is this: it’s an engineered 
lighting package designed for specific 
requirements. We don't worry too 
much about price talk,” he says with 


Main floor area of Women’s Federal Savings and Loan Co. in Cleveland 
BANK has 50 ft. c. of light throughout. This electric ceiling also contains 
the complete air conditioning system for the building. Acoustical baffles . 
help to maintain quiet, businesslike atmosphere. Parker Electric was contractor a smile. 
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© Safety...economy...dependability 


are molded into 


DRYER CORD SETS 


with “L” shaped grounding blade 


for use with flush or surface receptacles with 
= shaped grounding slot (see figure A below 





Catalog Standard Pkg 
Number | Conductors Rating Quant. | Weight 
_—— 


M-3899| 3 #10 36” | 30A-250V; 12 











Here’s a new cord set engineered especially for use with Ag ope 
dryers and other appliances and equipment which re- M-3900} 3#10 | 48” | 30A-250V _” 


: eS scm 
parashes Sporto service under NEMA standards and m-3901| 3 #10 60” | 30A-250V 








This new molded, all-rubber Royal cord set has the same M-3902} 3 # 10 72” | 30A-250V 
quality characteristics of Royal Range Cord Sets, “POWR- 
KORDS”, and the full Royal molded cord line . . . the 


kind of li hich al . 
ind of quality which always assures buy ROYAL . 


complete dependability and satisfac- 7 {Te : / 
tion to you and your customer. you I sell better, 
ROYAL ELECTRIC COMPANY, Inc. (NM PAWTUCKET, RHODE ISLAND 


Makers of WIRE © CORD SETS © FUSES WIRING DEVICES © CHRISTMAS ‘‘ROYALITES” 
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IN NON-MANUFACTURING: IN MANUFACTURING: 
‘Rises nearly balance dips while. . . Autos take the deepest plunge . 





Millions of Dollars Millions of Dollars 
PERCENT PERCENT 
1953 1954 1955 CHANGE 
— ais 1955 CHANGE INDUSTRY ACTUAL* ESTIMATED* PLANNED 1954-1955 
INDUSTRY ACTUAL* ESTIMATED* PLANNED 1954-1955 
Primary Metals $ 1,634 $1,134 $1,145 
1 1 9 830 805 
Petroleum Industry $4,600 $ 4,875 $4,920 + 1% — 18 
Production 3,100 3,261 3,473 + 7 Metals 445 304 
Lenco eeiguaaaa “se mm 285 med Metalworking 942 
Refining 675 167 17 saath Machinery Pn 694 
Marketing 325 374 375 0 Electrical 


Other 50 82 -15 Machinery 

Autos 
Transportation 
Mining 506 380 -18 Equipment (in- 
Cc 7 cluding aircraft) 
an 7 —40 Other Metalworking 
lron Ore (1) 74 61 —13 
Nonferrous 115 73 +17 Chemical Processing 3 
i Chemicals 
Nonmetallic (2) 53 +24 Senee 
Rubber 
Railroads 1,312 7 -10 ae a & 
Petroleum Refining 


2 925 


Other Transportation 
& Communications 2,954 0 Food & Beverages 

Food 

‘ - Beverages 

Electric & Gas 
Utilities 4,548 4,27 206 ( - 3 Textiles 

Miscellaneous 


(1) Excludes taconite Manufacturing 1,119 


(2) Excludes mining by manufacturing companies ALL MANU- 
FACTURING 10,026 


Electrical World; American Gas Association 




















/ 


Your Industrial Customers 


American industry has preliminary plans to spend about 5 per cent less 
for new plants and equipment in 1955 than in 1954—an estimated ex- 
penditure of $20.7 billion. This compares to an estimated expenditure of 
$21.8 billion in 1954 


Manufacturing companies plan to spend $8.6 billion for new plants and 
equipment next year—7 per cent less than in 1954. Electric and gas util- 
ity, railroad industries expect to reduce; petroleum companies plan in- 


crease 


Survey results indicate that capital spending by manufacturing com- 
panies may level off in 1955, ending the decline that started late in 
1953. A majority of manufacturing companies now expect to invest 
as much in 1956 as in 1955 


American industry is overwhelmingly optimistic about the outlook for sales 
in 1955 


By The McGraw-Hill Department of Economics 
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BUT INDUSTRY IS EXTREMELY CONFIDENT THAT SALES WILL PICK UP IN 1955 


- 





SALES EXPECTATIONS FOR 1955 


OF COMPANIES ANSWERING PERCENT OF COMPANIES ANSWERING 





DOWN ABOUT SAME DOWN ABOUT SAME 


Primary Metals 60% 0% 0 Chemical Processing 
Steel § Chemicals 
Nonferrous ] Paper 

Rubber 

Metalworking 
Machinery 
Elec. Machinery ; Miscellaneous Mfg. 
Autos 
Transportation Equip. ALL MANUFACTURING 

luding aircraft 


ther Metalworking 44 2 Petroleum Industry 


ning 


Other Trans portat 


and Communications 


ALL INDUSTRY 





ted States Department of ( Chase Notional Bank; 
tH Department fe y 








pending Plans for 1955 


OMPANIES in most of the major spending by 23 per cent in 19 letens 
manufacturing industries report whereas chemical, paper, rubber and 19° 
plans for a somewhat lower level petroleum refining companies all ex chinery 

of capital investment in 1955. Increases pect lower capital expenditures cals, petrol 
are indicated for only two of the major Plans in metalworking range all the equipment 
categories Of manufacturing—primary way from an increase of 9 per cent for tures fairly 
metals, up 1 per cent, and miscellaneous “other metalworking’—including in Next ye 
manufacturing, up per cent. Mis struments, fabricated metal products 
cellaneous manufacturing includes lum and ordnance—to a tremendous de age for ot 10n-defense in 
ber, apparel, furniture and other in cline of 40 per cent for the automobile = dust: ere al ptions to thi 
dustries not covered by the other major industry. Automobile companies are ru t, in genera ipital expendi 
manufacturing classifications. Most of investing an estimated record $1,350 tur lefense industries show 
the declines expected in major manu million this year, but expect to cut that tendency to level ifter coming 
facturing groups are small; textile sharply to $811 million next year. Th« lown from t peak their defense 
companies plan to reduce capital 1954 figure included unusually high expansior 
spending by 1 per cent, chemical expenditures for new tools and body e Plans in Other Industries—TIh« 
processing firms by 2 per cent, food lies in connection with model changes petroleum industry is the only major 
and beverages by 10 per cent. The at all major companies. This type of non-manufacturing industry fully cov 
only large decline expected for a major expenditure will not be repeated in ered by this survey that anticipates a 
manufacturing group is in metalwork 1955 higher level of capital spending in 
ing—17 per cent e End of Defense Boom—tThere are 1955. Petroleum companies report 

A much wider range of plans ap- clear signs in the survey results that plans to spend about | per cent more 
pears when these major industrial the post-Korea boom in defense indus- for new plants and equipment in 19° 
classes are broken down into smaller tries no longer has a major effect on than in 1954. This is because they 
parts. Within chemical processing, for their capital spending. Most of the expect to increase capital spending for 
instance, stone, clay and glass compa- manufacturing industries that ex- crude oil production by 7 per cent, to 


nies plan to increase their capital panded rapidly in connection with the (Continued on page 96) 
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Spadework by the Newtons (John, John, Jr., and James) 


CRECEEDE BGS 


preceded western Massachusetts’ second industry 


Adequate Wiring Gets a 


After gaining utility support for an AW organization, Oakes Electrical Supply, 
Holyoke, Mass., went to a wider industry group and, one step at a time, are get- 
ting tremendous support. They're providing the missing link — local leadership 


‘i DEQUATE Wiring can’t be sold overnight. Lots 
of leadership is needed. We're taking the lead 
here, moving One step at a time, and we're get 

ting tremendous support 

The speaker was John M. Newton, Sr., president of 
Oakes Electrical Supply Co., Holyoke, Mass. With his 
sons, John, Jr., and James doing most of the ball-carrying, 
he’s a distributor who has provided the missing AW 
ingredient: local leadership (EW—Oct. ‘54, p. 107). 

Rather than kicking off with a big customer meeting, 
such as R. A. Jeffirs did in Benton Harbor, Mich. (EW— 
Feb. '54, p. 40), the Newtons have decided on a more 
personal approach. They reasoned that Oake’s scattered 
sales area made this more practical. Now, with two suc- 
cessful meetings—one with utilities and another with a 
representative industry group—behind them, they are 
convinced their approach is a good one. The Newtons 
know, too, that their job is just starting 
e Get Them Thinking—The Newtons’ first meeting 
a luncheon for 17 top utility executives, was held last 
summer. The aim was not to make an AW presentation 
but to get the utility men thinking and talking. Results 
assurance of real support and the naming of a four-man 
steering committee, composed of three utility men and 
James Newton, to make way for the organization of an 
AW group in western Massachusetts. 

After shaking down the results of the utility meeting, 
the steering committee set a second meeting November 
12 at the Oakes office in Holyoke. This time a wider 
industry group was present: contractors, dealers, both 


46 


private and municipal utility representatives, and even 
an electrical inspector 

e Ideas Fly Fast—Following a short skit on inadequate 
wiring in the home, James Newton outlined the problem 
and the progress at the earlier meeting. Discussion was 
then opened, and the ideas flew fast 

e Homebuilders are accepting, generally, the 100-amp 
service entrance standard in new developments. The 
Holyoke-Springfield area has several 100 per cent stand- 
ard projects; the problem is to make this the norm 
Face-to-face talks with builders are best 

e AW promotion needs more “snob appeal.’ This 
might be achieved through dealers (by selective mailings 
to customers with adequately-wired homes: “Congratu- 
lations on your AW; we have the modern electric ap- 
pliances for you!” ) or through builder advertising (stress- 
ing AW as much as modern bathrooms and hardwood 
floors) or through contractors (talking the prestige of 
up-to-date wiring ) 

e Educate and enroll banks and architects in the AW 
campaign. (“Who can give more class to adequate wiring 
than the banker who asks a prospective borrower if his 
home is adequately wired? 

e Comparative education is another angle. As John 
Newton put it, “Where would the Buick be without the 
Cadillac? You need an expensive product to make a 
moderately-priced product sell. It seems to me that we 
need a 200-amp. entrance standard—and several installa- 
tions in Springfield show this is not impossibly high— 
as much as we need the 100-amp. one.” 
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planning meeting whose program will assure that . . . 


Local Push 






By Durward Humes 









e Day-by-day promotion is required from everyone in 
the industry. Wire sizes and circuits should be played 
down, since they confuse the public; talk convenient ap 
pliances and hard money. (“Homeowners don’t modernize 
wiring just to be modern; they do it to hook up appli 
ances or to save money on another rewiring job later.” ) 
The best way to convince apartment owners is to talk 
fire hazard and possible tenant loss 

This group, like the utility men at the earlier meeting, 
gave strong backing to the steering committee and to 
plans for a local AW organization. Much was left to the 
Newtons themselves 
e Small Area Meetings 
continuation of small meetings or luncheons with con 
Massachusetts, Vermont and 













Immediate plans call for a 






tractors and dealers in the 
New Hampshire areas the Oakes firm serves. The New 
tons intend to keep telling the AW story and the need 






for a local organization. On the basis of results so far 





they are sure a larger all-industry meeting would prove 
1 


successful, but think more personal spadework will have 





to be done first 

Promotional material from Look 
nished the background for the November meeting, and 
value of 





(see Roundup) fur 






the Newtons’ presentation stressed the using 


tie-ins with such national promotions. The Oakes firm 






has ordered quantities of Loog’s reprints and posters, and 


(Continued on page 98) 
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WIRING PROMOTION TIPS 





Sell now... 


It obviously makes sense to help contractors sell 
their customers on better, more complete wiring 
jobs. The direct method is one of the best: Day-by- 
day, talk adequate wiring and 











e Extra labor for (For 
example, a three-wire, service entrance 
costs littke more than a 60-amp. entrance. Yet it 
doubles the homeowner’s kwh capacity — and it 


makes the contractor’s job bigger.) 


capacity installations. 
100-amp. 


e Extra labor on extra circuits. (Say the home- 
owner wants a 220-volt circuit for his new air condi- 
tioner. The contractor can sell him on the extra wir 
ing he'll need tomorrow, and install other 220-volt 
circuits at the same time. ) 


e Rewiring leads. (Pass along to contractors 
leads from your appliance sales department or from 
dealers and specialty appliance distributors. This 
could be a routine procedure within your organiza 


tion. ) 


e Direct mail. (Mailing pieces can be prepared 
with contractor imprints. Another idea would be to 
put the AW message on door-knob pieces—"Appli- 
ances ruining your TV picture?” etc.—then have 
them delivered door-to-door. ) 

Other aids to selling contractors on the AW sales 


potential: Information on new wiring materials and 
techniques, help on rewiring plans, and special serv 





ice on rewiring calls 


And sell for later 


The wholesaler is in a key position to plan and 
organize industry-wide AW promotions, setting up 
customers for the long pull. Some hints 


e Advertising. Joint ads with other distributors, 
or with a group of contractors. TV 
natural. Editorial 
with newspaper building sections 


spots are a 


campaigns can be worked out 


e Demonstrations. Organize AW shows, or use 
well-wired exhibit homes during National Home 
Week. A salesman’s home might be used as an AW 
showplace, featuring the latest in wiring, lighting, 


appliances and housewares. (EW—Oct. '53, p. 82.) 


e Organization work. Local associations or Ade 
quate Wiring Bureaus can effectively run AW edu 
cation and promotion. Spend time at this work 


Don’t depend on others to do it all 


e Local utility. If it’s not already active, encour 
age the utility to promote AW 
local industry groups 


preferably with 


Above all, stress appliances and wiring, not just 
wiring alone. Appliance overload best dramatizes 
basic wiring needs, and this in turn is translated into 
contractor and distributor sales of all kinds: appli 
ances, housewares, ventilation and lighting as well 





as wiring materials 






For roundup of AW’s progress during 1954, turn page 
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Adequate Wiring Is on the Move 


We are now seeing the emergence of 
Adequate Wiring as a major industry 
theme. Gone are the days when AW 
was just a catch phrase. Whether the 
homeowner is reading the local paper 
or his favorite national magazine, 
chances are he'll be hit with the AW 
pitch. 

e Eye-opening Statistics—The basic 
importance of wiring modernization 
is underlined by statistics made public 


On the National Publicity Scene 


at the recent convention of the INa- 
tional Electrical Manufacturers’ Asso- 
ciation: 

e 25 million homes are inadequately 
wired for today’s many appliances. 

e 428 million appliances will be sold 
in the next five years. This tops the 
1948-53 record, mainly because there 
will be more personal disposable in- 
come during 1954-58. 

e $514 billion worth of apparatus 


and supplies to meet all residential wit 
ing needs 

In short, there’s a tremendous mar- 
ket. And this market requires the new 
approach to selling that AW offers 
while the appliance industry has grown 
65 per cent in five years, the electrical 
industry as a whole has grown only 45 
per cent. There’s an electrical selling 
job to be done to keep the industry 


expanding 





[he year 1954 has seen the national magazines covet 
AW in articles and editorials, giving wiring a “prestige 
that mailing pieces and direct sales talks can never match 

The latest and most elaborate of these is Look’s contest 
for AW promotions by distributors, utilities, contractors 
and dealers. This competition is keyed to the magazine's 
November 2nd “Watch Your Wiring” article, which 
graphically compares 1954 appliance use with that of 
25 years ago 

For the best distributor tie-in promotion with its article, 
Look is offering a two-foot high “Merchandizing Achieve 
ment Award’ Similar trophies are offered for 
utility, contractor and dealer tie-ins. Reprints of the 
November 2nd article, plus AW photos in two colors and 
advertising materials, are available from the magazine 
Closing date for entries is January 21, 1955, and the 
trophy will be awarded at the National Adequate Wiring 
Conference in February 

Using a “Well-Applianced Home” theme, Look intends 
to widen this editorial tie-in with the industry during 
1955 with a Mother's Day and possibly a fall promotion 


trophy 


on appliances 

Further AW prestige has been gained from other na 
tional magazine articles Among them 

© Changing Times: “Look to the Wiring in Your 
Home” (March) 


e Parents’; “Wiring at its Best” (May) 


On the National Advertising Scene 


Realizing that there’s a big potential in the wiring mar 
ket, several manufacturers have joined the adequate wiring 
push with advertisements and promotions. These manu 
facturers are talking both to the public and to industry 

First out was a one-shot ad by General Cable Corp. in 
21 Sunday newspaper real estate sections. The July 1953 
ad used “bigger wire” as a theme, listing load requirements 
for various home appliances. A wiring booklet offer 
brought 150,000 requests from homeowners 

In September 1953, Anaconda Wire & Cable Co. offered 
a three-piece promotion package (residential, commercial, 
industrial) to industry groups. The company urged dis- 
tributors, contractors and utilities to organize to promote 
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e Family Circle: “Are You Wired for Modern Ele 
trical Appliances?” (April) 

e Life: “Spare the Wire and Spoil the Home’ { May 31) 

e Living: “Thorough Remodeling Calls for Sound Wit 
ing” (June) 

e Bluebook Is Your 
( August ) 

e American Home: “W 
tober ) 


Adequate wiring, then, is beginning to snowball 
] 


Home Wired for Trouble? 


ts behind the Outlet” (Ox 
Many 


newspapers, including all New York « ilies, have featured 


wiring stories, and at least two major women’s magazines 


are preparing stories for early 1955 publication 


IMPORTANCE TO YOU: While making the pub- 
lic AW-conscious, these magazines reflect a trend in 
consumer thinking that extends right down to the 
local level. (Who knows more about public wants 
than the people who make it their business to know 
—the consumer press.) Now is the time to take ad- 
vantage of this trend; distributors can have contrac- 
tors localize and personalize this gratis publicity into 
an effective sales approach. 

Everyone is getting into the AW act. It’s a natural 
setting for increased distributor promotion 
morrow” can conceivably be too late. 


and “to- 





AW locally, using the pack Anacond terials were 
made available for local 
that mailings be followed i iring prospects 
Over 300,000 individual pie ave been furnished to 
local groups 

In June 1954, the first of 
Copper Co. ads ran in The Saturday ins 
This Week. Similar industry-slanted 


and builder publications 


e suggestion 


es of Kennecott 
Post and 
n in electrical 
The series, which has attracte ide attention, is con 
tinuing. Reprints of the ads aré 
amounts each month by a range of industry groups. The 


requested in larger 
regular monthly reprint mailing now runs 8,500 pieces, 
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Wakening to the real need to sell wiring modernization, a growing chorus — magazine, 
advertisers, local groups — is telling the story to both the consumer and industry 


plus new and individual requests for more of them 

Other manufacturers, including National Electric Prod 
ucts Corp., are pushing AW in advertising and promotion 
And indications are that manufacturers will come up in 
the near future with a nationally-coordinated approach to 


AW promotion 


IMPORTANCE TO YOU: The manufacturers, like 
the national magazines, are attempting to reach the 


On the Local Scene 


consumer with “prestige” talk on AW. They are also 
making sure there'll be no rare birds in the electrical 
industry ignorant of AW and what it means to the 
industry’s future. 

This advertising is putting a broad base under AW, 
and making available materials for use by local 
groups at little or no cost. Distributors can pass this 
material along to dealers and contractors—keeping in 
mind that there will be more AW promotion in 1955 
and 1956. 





Like other AW activities, local promotion has perked 
up during 1954. Particularly significant is the number of 
cooperative moves made by industry-wide local groups 

Much of this activity ties back to the year’s outstanding 
development in the construction field: The National As 
sociation of Homebuilders’ acceptance last May of 
voluntary standard of 3-wire, 
buile by NAHB members 


This standard was also incorporated into the 


100-amp. service in hom 


Residential Wiring Handbook, just published by 
Industry Committee on Interior Wiring Design 
Handbook is ; 


Local builder acceptance of this standas 


semi-official guide to wiring practice 
d iS general and 
steps have been taken in some areas to make it part of the 
building code. (In Dumont, N. J., the city is considering 
codification of the standard Further action is being 
taken, both nationally and locally, to obtain financia 
ognition of this better wiring standard fror 
Government lending agencies 

Local associations, leagues and adequate wiring bureaus 
are tied-in closely with these efforts. Moreover, tl 
groups promote and sell AW to the publi 

The organized backbone of AW is the ( 
tional Adequate Wiring Bureau. It coordina 
EW -Oct 5 74 & 80 


it-cOst promotional materials ndles nation 


ties of 77 local unit 


ind bestows an est 

loc al bureaus 
Indicative of AW's 

bureaus have been 

NAWB coverage of 

meters. These burea 

material from the p 


grams to community 


On the Financial Scene 


Local bureaus certify new-home wiring in their areas as 
idequate, based on inspections both d iring the rough-in 
stage and after completion. Some 30,000 homes now bear 
the AW seal, and the certification program is picking up 
momentum 

Leagues or associations sometimes sponsor local bureaus 
Or these groups may do similar work within their own 
ganization. Special emphasis is put on s¢ lling consumers 
on AW, through ads or mailings, and on spadework wit! 
builders. In Chicago (see Financial Scene), the Electrical 
Association is even setting up a sales organization to fol 
low homeowner leads and pass them along to contractors 


To broaden the impact of the local tility’s financing 


plan (see Financial Scene the Electrical Association of 
Kansas City has launched a year-long Home Wiring 
Modernization program. Kicked-off in September, it in 
ludes a $40,000 advertising bud; and _ utility-handled 
mailings of AW materials. The utilit ll also publicize 


AW on resi lenti il calls 


IMPORTANCE TO YOI [his is where distribu 
tors really come in. National articles and organiza 
tions are valueless until local groups are ready, will- 
ing and able to talk directly to the homeowner 

First off, organize. No matter what your formal 
title league, bureau, association or “action group 
local activities need to be coordinated. As a relatively 
impartial but interested party, you're in a position to 
lead on local organization 

Then promote. Working together, your local group 
can put the mountain of available material to use at 
the selling level. You can cash in on the real market 


9 out of 10 existing homes 





Financing is often a barrier to home wiring modern 
zation. Aware that normal credit channels did not provide 
enough leeway for the consumer—and aware, too, that 
financing programs lend themselves to dramatic AW pr 
motion—some 20 utilities and local groups have joined 
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the wire-on-tin 

incinnati (sa I rk . gor e present 
lrive underway in October 19° EW-Oct 
with a meeting Lif Ipp trom the local 


Irstead, the utility 








AW Roundup (cont.) 





gone on to finance over 750 rewiring jobs. CG&E buys 
the customer's note from the contractor, then includes 
installments on the electric bill. 

Chicago Electrical Association has recently come up 
with a radically different approach. Attacking an obvious 
residential bottleneck, the association has tried selling a 
$119 “standard package” 100-amp. service entrance, with 
Title One FHA financing. Three pilot campaigns using 
the service entrance package are now under evaluation, 
and chances are the entire city will be covered next year. 
The group’s second step, still in the organization stage, 
is the setting up of a sales crew to sell rewiring direct. 

Other financing plans are akin to what is now called 
The Cincinnati Plan: 

e Payment on electric bill, with some local require 
ments 

Wisconsin Electric Power Co 

Central Illinois Light Co 

Kansas City Power & Light Co. 

Connecticut Light & Power Co. (Utility buys note 
from contractor at discount. ) 

Pennsylvania Power & Light Co. (Utility requires 
water heater or range sale, then buys note at 
discount. ) 

Alabama Power Co. ($500 maximum.) 

Arizona Public Service Co. ($200 maximum. ) 

Portland General Electric Co. (PGE kicked off 
program with a consumer promotion. ) 

Consolidated Gas, Electric & Power Co., Baltimore 
(Offer ended October 30. $500 limit for “elec- 
tric only” customers, and range or water heater 
purchase requirement. ) 

e Financing handled through bank or lending agency 

Towa-Illinois Gas & Electric Co. 

St. Joseph (Mo.) Light & Power Co 

Dallas Power & Light Co. 

Electric Institute of Boston 

Nebraska-Iowa Electric Council (Joint promo- 
tion by council and eight banks. Customer 
selects bank.) 

e Similar programs are under consideration by the 
Intermountain Electrical Association (Salt Lake City), 
Electrical League of Indianapolis, North Central Electrical 
League (Minneapolis), Pacific Gas & Electric Co. and the 
Northern California Electrical Bureau (San Francisco), 
Wisconsin Power & Light Co., Rochester Gas & Electric 
Corp., United Illuminating Co. (Hartford), Washington 
Water Power Co., Boston Edison Co., Quincy Electric Co 


IMPORTANCE TO YOU: These programs mean 
more than just financing. Utility adequate wiring 
programs invariably include an increased promotion 
budget, and usually are accompanied by cooperation 
with local groups in promotion and merchandising. 

Since utilities have a husky financial punch, this 
is an opportunity to get other industry groups on 
the bandwagon. Distributors are in a spot to lead on 
this—as they did in Cincinnati, where the distribu- 
tors were the first to back the financing plan. 

Moreover, success of these plans make other utili- 
ties and leagues ripe for encouragement to join up 
themselves—another job where distributors can lead. 
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How Do You Score on Selling? 


This really isn't a test of your selling ability. It's 
meant more as a guide to you in reappraising your 
position with those with whom you come in contact 
every day of your selling life—your customer. A good 
rule of thumb in scoring is to ask yourself: “How 
many times in the past year have I given some serious 
thought to every one of these points?” You be the 


sole judge 


Do you time your calls to the convenience of 
your customers and prospects? This means know- 
ing their habits, knowing when they’re most 


receptive to you. 


Do you plan every sales call and have a definite 
reason for being in the customer's place of busi- 
ness? This means practicing the sales story from 
approach to order and adapting each approach 


to each individual customer. 


Do you know your products and firmly believe 
in their performance? This is the first step toward 
getting the conviction you'll need in selling. 


Do you demonstrate your products? That’s really 
the only way you'll convince the prospect. 


Do you get to know the men who influence the 
sale and work hard on them? It may be one or 
it may be many, but time spent on others is 


wasteful. 


Do you remember to encourage sales objections? 
If you know all the answers then you can turn 
these objections into sales opportunities. 


Do you concentrate on cultivating new business? 
Don’t be satisfied with the customers you've al- 
ready got on the books now—always be on the 
alert for new prospects. 


Do you ask for the order? This question should 
be underscored over and over again— it’s that 
important. But how many sales have been lost 
because the salesman didn’t get around to asking 
this $64 question. Knowing when to ask for it 
comes in mighty handy, too. 


Do you talk the customer’s language? Under- 
standing his problems and knowing how to solve 
them is the first step to speaking in his native 


tongue. 


Do you keep your selling demeanor in the best 
of taste? Don’t underestimate the moral character 
of your customer. A dirty story has never yet 
lent dignity to a quality product—or an over- 


anxious salesman. 


Do you encourage yourself to do a little “extra” 
for the customer? A simple favor, an added serv- 
ice outside of your regular duties can mean a 
lot to boost your position with customers. A 
steady diet of this is unnecessary—and it never 
is a substitute for sound selling. But it does help 
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Dry Type Power Transformer 
Design H—supplied with brackets for 
wall mounting or rails for floor installa 


Dry Type Power Transformer 
tion. Class 8 insulation, 80 Cc 


Dry Type Power Transformer 


Design A—1 /10th to 3/4 KVA as well as vertically 
Class “A” 55° C insulation Class “A” insulation, 55° C temperature rise. 


Design K—3 phase, 3 KVA to 30 KVA. 


Class “B” insulation, 80° C temperature rise. 


Other ratings up to 750 KVA 


Design C may be mounted horizontally 


1 KVA to 5 KVA temperature rise 
Available in ratings up to 225 KVA 


Boost and Buck Transformers correct 
low voltage conditions 


~ SUPPLY 


il: 


Voltage Adjustors for the manual 
regulation of over-voltage or under 


Stepdown Transformers available in 
ratings from 85 to 2000 watts | R voltage to meet normal requirements. 


Make a check of every plant and every 
commercial building over 20 years old in 
your territory and you'll find inadequate 
wiring in 9 out of 10. Rewiring is one 
solution to electrical distribution but 
transformerizing is far more economical. 


Instead of 220 volt power lines, current can 
usually be supplied by the power company 
at 460 or 600 volts. Then with each machine 
individually transformerized and lighting 
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circuits tapped off from power lines a more 
adequate power load system can be 
accomplished. 


Whatever the need for transformers, Acme 
Electric can supply them. If you’re looking 
for a new source of business, write for 
catalogs and prices on the Acme Electric 
transformer lines that are designed to sell 
— high quality, competitively priced, plus 
prompt shipments. 


ACME ELECTRIC CORPORATION 
Main Plant: 6712 Water Street e Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 Northline Road » Toronto, Ont. 
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Tristate s 


NEW QUARTERS of Tristate branch are in this 15,000-sq. ft. building in 
downtown Cumberland, Md. Oddly enough, the building, leased four months 


ago, formerly housed a supermarket 


IT SAVES 
TIME 

FOR 
CUSTOMERS 








yas ta 


IN Entering Tristate’s new house at 8:17 A.M., contractor 
Bob Farrell takes supermarket basket, writes what he 
needs on ‘‘shopping list’’ and gets rolling into open warehouse 


IT SAVES 
TIME 

FOR 
PERSONNEL 





ad 


EASY STOCKING—-Warehouseman Jack Alkire finds replen- 
ishing inventory no problem. Empty shelf spots stand out, 
make restocking need obvious Extra: purchasing is easier 
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New Self-Selection Warehouse 


TH RU Moving quickly and easily up and down eight 
foot wide, well lighted aisles, Farrell follow 


signs, selects what he came for plus impulse items he may need 


oe 
CREATIVE 
SELLING 

STILL COUNTS 
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O 7 Having 


manager E. A. Kut 


UP-SELLING—Capitalizing on customer's curiosity, Alkire 
points out quality features of saw to electrician Jim Stewart, 
House will soon have three selling warehousemen 


Turn page for Tristate’s Self-Selection Story 





Tristate (cont.) 





“Coming into our self-selec- 
tion house, contractors stare 
like kids in a candy store.” 


44 MONTRACTORS are buying 
more heavily and our big prob- 
lem is keeping our inventory 

adequate to satisfy a booming de- 

mand.” That's the happy state of af- 
fairs at Tristate Electrical Supply Co.'s 
four-month-old self-selection branch 
operation in Cumberland, Md., accord 
ing to the firm's progressive president, 

Robert A. Stott. 

The new Tristate house has attracted 
customers from four states and, at a 
recent industrial exhibit, more than 
400 visitors strolled up and down its 
spacious aisles viewing its many in- 
novations. The branch doesn’t have just 
a smattering of self-service ideas here 
and there—it is “the closest thing to 
a supermarket operation that can be 
found”—and the contractor customers 
seem to prefer it. Here’s a typical com- 
ment from contractor Myron H. Mc- 
Donald, of Maysville, West Va. 

‘I like this operation because it saves 
time. There's no sitting in front of a 
counter for a half-hour waiting for 
someone to find what you want. When 
you first start walking through those 
aisles, you'd think it would take longer, 
but it saves later trips for items you 
don't think of at the moment, but see 
and buy. Even while they write up my 
order I see things I’m going to need 

Surprisingly, there was no initial ob 
jection by customers when the opera- 
tion began. “It took a little time for 
them to get the hang of finding prod- 
ucts,” says branch manager E. A. Kuhn, 
“but now we don’t see most of the 
twice-a-day customers until they come 
to the counter for their order write-up.’ 

According to latest figures, the 
operation is functioning beyond ex- 
pectations. Says president Stott, “It's 
early to say, but I think the contractors 
are buying more heavily because of the 
contrast between what they stock and 
the open mass display they see on our 
floor. Many walk in and stare like kids 
in a candy store. If the self-selection 
idea catches on, it’s sure to change 
packaging. Lamps look all right, but 
other items will have to look better 
to stimulate impulse purchases. The 
brighter the ‘candy’—the more the 
‘kids’ will buy.” 


54 


Varied supermarket-type shelving is 


PRODUCE-TYPE shelves display incandeseent and small fluor- 
escent lamps. Bright packages help merchandise stock. Office 
personnel can watch floor through window above display 


Easy-to-read signs quickly identify 


UNTIL each customer becomes familiar with product locations 
as in a supermarket, large simple signs help to spot the desired 


items 


Both brand names and descriptions are used 
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designed for open display, easy selection 


SLANTED shelves are built for seeability and fast selection SETBACK shelving is used for re 
Related items are arranged so customer's eyes and mind move strength, yet allowing easy 
logically to nearby, openly displayed product planned and precut at the 


product locations, spur impulse buying 


vs, 
ot 
“ 


IMPULSE stimulating signs such as the invitation to the fixture FIXTURE SHOWROOM is located off to one 
showroom (above) are hung at key points in the house to home department with residential fans, major apr 
steer customers. Slant in floor gives it double-level look housewares displays. Salesman B. Welsh st 
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They Even Forgot about 


. . . $0 interested in what they saw were the 250 engineers, contractors, and 


electricians who spilled through the doors to see the manufacturers’ exposi- 


tion sponsored by Sprague Electrical Supplies, Inc., of Bridgeport, Conn. 


SPRAGUE'S 1-2-3 PROMOTION PUNCH MEANT: 


, te HAT surprised me was that 

7 — the minute they stepped in 
tie casa the door they made a beeline 

[1954 OCTOBER 1954 to the exhibits—not to the refresh- 
ments!” That was the impression of 

aii ode one veteran manufacturers’ representa- 
tive commenting on the recent manu- 
facturers’ exposition held by Sprague 
Electrical Supplies, Inc., of Bridgeport, 
PLEASE SAVE THIS DATE Conn. His view was shared by many 
other representatives who manned the 


FIRST MAILING—A 30-day notice of the date . . . 32 exhibit spaces, demonstrating their 


products and answering countless 








SUN MON TUE WED THU FRI | SAT 

















questions posed by 250 eager, inquisi- 
: Electri: ; } Appleton Biectic Co seanceste Mining & ip tive visitors 

Sprague vical Supplies, Inc cso etetien 

Bloch & Decter Mig Co Plate Wire and Cable In most cases these guests were not 
Biacthowt Mig Co 


OCTOBER 22, 1954 - 210 10P.M ae 
Buctanar Lier Products 


At our Warehouse and Office Bulidog Dec Products 


Cordially invites you to be our guest on 
company officials. They were the 


“men to see’—purchasing agents, en- 
gineers, contractors and electricians— 


When we wil! present 


DYwaiNC EUs Se a a men ordinarily hard to see. But there 


MEW PRODUCTS Tederat Pocite Bectre Square DC they were, as one agent put it, “under 
Gedney Dectne Ce Taylor. E A 


MONEY SAVING IDEAS Greenies Test Co Thomas 6 Botte Co. the same roof, ready to talk product 


BY LEADING MANUFACTURERS Ca tet c ater pimmmabensescdadead and ap slication, courtesy ot S fa rue.” 
& 
Hubbell Harvey inc Diectrome Tubes : 4 
eee Adcal Industsien. tae Lighting & Lamps From the moment the doors opened 
jetterson Dectne Co Powe: 6 Apparatus 


Jenkina Bree Whitecy-Babe Co at 2:00 P.M., there was a constant 


REFRESHMENTS Mockeod H W Co Wiremoid Co 


For The Inner Man 


flow of visitors—among them Bridge- 











port's mayor, Jasper McLevy, who 


SECOND MAILING—Invitation with a list of exhibitors re dropped in in honor of national elec- 


trical week. The excellent turnout and 
the results, tangible and intangible, 


“Sprague Elctrical Supplies Soe weren't an accident Every Sprague 
employee had a part in the planning 


MW em om 





and execution of the show and, says 
I will be at your October 22nd C] the firm’s president, John M. Mullin, 
They made it successful: they deserve 
the credit.” 

Sorry, I won't ke able to be with you on Oct. 22nd. [_] “One thing is certain,’ he con- 
tinues. “This show will be a regular 
YOU CAN'T AFFORD TO MISS THIS ONE!! affair with us—perhaps every two 
years to keep the products new. How 


“Manufacturers Exposition” 











else can you do so much business and 


THIRD MAILING—Request for a yes or no answer potential business under one roof?” 
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the Food! 


LISTENING INTENTLY as Wiremold’s Bill Parks 
(right) presents his product are (1. to r.) 
Charles Legeyt and Art Baldwin, Eastern Electrical 
Construction Co.; Ray Brown, Brown Electric Co.: 
Alfred Dew, Eastern Electrical Construction Co 


REGISTRATION CARD, typed by HANDLING PRODUCT, 


Sprague’s Marion Narbin, is handed to 
Joe Gursky, Sikorsky Co., and his wife 


SWAPPING IDEAS on transformers are (1. to r.) elec- 
tricians Joseph Kral, Housatonic Die Plant; Al Dobrovich, 
Leo Lefkowitch, F. P. Duffy, W. S. Rockwell Co., and 
representative Bill Hamel of Jefferson Electric Co 
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Walt Spencer, Jr., 


contractor Dick DOING-IT-HIMSELF, P 


Kilpatrick has his questions answered by Bridgeport Moulded Prod 
Royal Electric C Black G Decker’s C. Warrer 


TAPE STORY is reviewed by Walter P. Barrett (right 

assistant tape sales manager, Jenkins Bros., for the benefit 
of Sprague Electrical Supplies’ president, John M. Mullin 
Date of the show—Oct. 22nd—was also Mullin’s birthday 
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THE SALESMAN’S TECHNICAL NOTES 


No. 12 





Field Armature field 
Coil Winding § Cor/ 





© Armature winding and treld cor/s are con- 
ected (2 Series. 


© When used on ac armarare curren? ard 
tield curret? reverse sttnultaneous!¢. 


© This matniains rotation always (77 Fhe 
Same adrection, just as wher used or1 ae. 


Souirrel-lage 
Gmature 


Contrifugal\| Or1-OF 
wick 
7e ac 
/ } vo/fage 
L4 Seurce 


SHarhing 
Winding 


Running Pe 
Winding _ 


tartirg~ 
LeLrg 


ekurmung cots, of heavy wire, are ser 
a? the botiom of fhe sfator s/ors. 
0 S7arry 


ng cols, of #iner wire wth 


Ai gher resistanceare sfaggereda with 
pinning cols and se? ak 46b on ‘s/ors. 


evra 
HA Toe 


/ 


Starting 
Winang 





i 
TUTE, 

Yisdae 
eGrcurt 18 strnifar To Phat of Sa f- 
phase mnoror - 
“lapactlor (3 Commecred 177 ser/es 
Dh v tng winding ard Cerrar: 

9Al Stitch 
eCavacirer sncreases © afrererice 
be. a the wittags, Cr 2 
befler starting forgue. a ad 


 effecr_ (Ss Arervarin 


Copper Bars 
/ : 
/ Lari narrorns 
frd kirigs 
; 


«Basic structure consists of 
heavy Copper bars around Phe 
sreumfrerence anda Ser /1770 a 
heavy copper 11119 at €ach era. 

Ti (ron lamipnarions are 
stacked solidly beTwees7? C777 

S1199S- 


om 





kuacvtv 
Wai 19 


elhysica/and efecirical Ais 
placement of the 7W0 Wt ti- 
IGS Causes A LorariI9 11a9- 
Nehie 41 e/d Which arrs 
C@ S$YuUITTEl-CAGJE Aarre7a- 
Vure ‘Furri779. 


04s the moror SLCEAS Kp, 
C SIATKING WINAITIA 75 
fio longer rreeded ara 13 
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SUUTC??. Y im 
































Shaded pole wiriding consists of 
Sold copper 71179 o17 each pole 71 p. 
This ring sers. % own magreric 

"Yield which alternately ads bow 
opposes 

yt 

and 


the rnatn Fi ela. 


Kaela 
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Pinpoints the Information You Need on . 





Alternating-Current Motors—| 


By W. J. Novak 
and J. F. McPartland 


LTERNATING-CURRENT electric 

motors are rotating machines for 

converting alternating-current elec- 
tric power into mechanical power. From 
fractional horsepower sizes to units rated 
at thousands of horsepower, alternating- 
current, or simply ac, motors are avail- 
able in a wide variety of specific types 
for particular applications. Although dc 
motors are better suited to applications 
requiring control of motor speed, ac 
motors find much wider and general use 
than dc motors throughout industry to- 


day. 


Operation 

As in the case of dc motors, the basic 
principle called “motor action” underlies 
operation of all ac motors. According to 
this principle, if electric current flows 
through a wire while it is in and per- 
pendicular to the lines of magnetic field, 
a force exerted on the 
moving it across the magnetic field (see 
illustration with Salesman’s 
Notes, ELECTRICAL 
November, 1954) 
motor is an 


will be wire 
Technical 
W HOLESALING 
Of course, an actual 
and 

Instead of one, 


extension elaboration 
on this fundamental idea 
many 


current-carrying wires are made 


to react with a magnetic field, thereby 
developing usable rotating power 

In ac motors, the establishment of a 
rotating part in a stationary 


such a 


housing in 
as to produce interaction 
field 
conductors is 


way 


between a magnetic and current 


carrying done in many 
ways, depending upon the specific types 


of motors. 


Single-Phase Motors 


Single-phase ac 
by only 


motors are supplied 


two wires, between which a 
voltage exists and alternates sinusoidally 
—for purposes of the discussion here, a 
60-cycle 
phase motors are available from frac 
tional horsepower units to units rated 
over 25 hp. Typical voltages for single- 


phase motors are: 110, 220, 440, 550 


single-phase voltage. Single 


Universal Motors 


This type of single-phase motor for 
use on 110 and 220 volt circuits is a 


special adaptation of the series connected 
dc motor and can be used as well on dc 
as on ac. Made in fractional hp sizes, the 
motor is constructed like the dc series 
motor and contains field windings on 
the stator within the frame, an armature 
with the ends of its windings brought 
out to a commutator at one end and 
carbon brushes which are held by the 
motor’s end plate in position which al- 
lows their proper contact with the com 
mutator. 

When current is applied to a univer 
sal motor, either ac or dc, the current 
flows through the field coils and the 
armature windings in series. The mag- 
netic field set up by the field coils in 
the stator react with the current-carrying 
wires on the armature producing rota- 
tion. 

Universal motors are used on house 
hold appliances such as sewing machines, 
vacuum cleaners, electric fans, etc 


Shaded-Pole Motors 


100 to 1 
ac motors used for applications 


These are small, 1 20 hp, 
requir 
ing very low turning force (torque) to 
start up, such as small fans and blowers 
These motors have no commutators on 
their armatures and no brushes. They get 
their name from the auxiliary or “shad 
ing” coil which is set in the field poles 


to provide initial turning force 


Split-Phase Motors 


These are fractional hp units which 


use an auxiliary winding on the stator 


tO get the motor going and up to proper 
speed of rotation. These motors are used 
in such devices as washing machines, oil 
burners, pumps, etc 

A split-phase motor consists of a hous- 
laminated iron stator with 


ing, a core 


embedded windings forming the inside 
of the cylindrical housing, a rotor which 
is made up of copper bars set in slots 


in an iron core and connected to each 


other by copper rings around both ends 
of the core, end plates which are bolted 
to the housing and contain the bearings 
which shaft, and a 


support the rotor 


centrifugal switch inside the housing 
The type of rotor described is called a 
squirrel cage” 
blance which the configuration of cop 
per bars bears to an actual cage. There 
on such a rotor 


The centrifugal switch serves to open 


rotor, from the resem 


are no wires wound 
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the circuit to the starting winding when 
the motor comes up to speed, 
Operation of a split-phase motor is as 
follows: current is applied to the stator 
windings, both the main winding and 
the starting winding which is in parallel 
with it through the centrifugal switch 
the two windings set up a rotating mag 
field; the 
voltage in the bars of the squirrel cage 


netic rotating field sets up a 
rotor, and because these bars are shorted 
at the ends of the flows 


through the 


rotor, current 


rotor bars; the current 


carrying rotor bars then react with the 
magnetic field to produce motor action 
When the rotor is turning fast enough, 
the centrifugal switch cuts out the start 


ing winding which is no longer needed 


Capacitor Motors 


Single-phase ac capacitor motors are 


made in fractional 


hp to 15 hp. 


sizes ranging trom 


They are widely used in 
such devices as reirigerators, compressors, 
washing machines and oil burners. Con 
these similar to 


struction of motors 1s 


that of the split-phase motors, with the 


addition of a capacitor (often called 


condensers,” particularly in radio usage 
in series with the 


effect of the 


starting winding. The 
capacitor is to provide 


higher starting torque with lower start 
ing current than the 


The 


on the motor housing. Cay 


split-phase motor 


capacitor is mounted either in orf 


sacitors are in 


» 


variably tubular in shape, about 2 or 


inches long, with connecting wire leads 


coming out of their bod 


There are two types Of Capacitor 


' 
tors aS ToOlLLOWS 


Capacitor-start motors utilize the c 


pacitor only for starting, it is out of 


the circuit while the motor is running 


These motors have the same parts as 


split-phase units. Operation is also sim 


ilar. However, the capacitor in series 


with the starting winding produces 
stronger 


When the 


per cent of full speed 


and quicker Starting actior 
motor comes up to about 
switch opens the starting cit 
Capacitor start-and-run motors 


kee} 


the capacitor and Starting winding in 
parallel with the running winding at all 
and 


times. These motors are yuiet 


smooth 


Next Month 
Alternating-Current Motors—ll 





The Transformer is the heart of a substation 


EE 





























1000 Kva 13,200 volt Sorgel dry-type transformer in a substation — (Compartment panel removed) 


A substation is no better than its transformer; 
therefore, it is important that the transformer 
is of the best quality — a SORGEL transform- 
er, either dry-type or Askarel-cooled. 


Sorgel transformers are top quality, time tested, 
and are thus recognized and accepted by dis- 
criminating engineers and users. Their rugged 
construction assures continuous, reliable ser- 
vice, Their design is liberal. Efficiency is high. 
Quiet operation. 


The Sorgel Electric Co. has 40 years of experi- 
ence in the development, manufacturing and 
application of transformers. 


Sorgel transformers, sizes 100 to 3000 Kva, 
all voltages up to 15,000 volts, either dry-type 
or Askarel-cooled, are procurable with any 
500 Kvo, 3-phase, 4160 to 480 Volt make or type of switchgear, and from any 


Askarel-cooled transformer, ° 
with primary and secondary throats substation manufacturer. 





Sales Engineers in Principal Cities 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 


Pioneers in the development, manufacturing and application of Transformers — For 40 years 
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An Index of Articles 


Here's a listing of articles that appeared in ELECTRICAL WHOLESALING in 1954 





Salesmen in Action 


How A Salesman Is Made Jan., p. 57 
An 11-page photostory that takes you through seven 
years of sales training of a wholesaler salesman. 


That Irreplaceable Salesman Feb., p. 35 
What Johnson Electric Supply Co., Cincinnati, did 
when it lost an “irreplaceable” salesman. 


Trouble-Shooting for 25 Years Mar., p. 44 
Cuny & Guerber’s Joe Leas reflects on a quarter- 
century of service expediting. 


Johnny-on-the-Spot April, p. 38 
He turns distress into satisfaction—he’s John Parsons, 
of National Electric Co., Passaic, N. J. 


Just What Is Old-fashioned Selling? May, p. 68 
Long-time supplies salesman Jack Baer says it’s a 
common sense, earn-the-order attitude. 


What It Takes to Serve the Oil Industry June, p. 39 
It takes a lot if you approach this market the way 
Nelson Electric Supply Co., Tulsa, does. 


“Administrator” Was My Title on This Job _ June, p. 44 
It’s a new concept of the distributor’s role in electrical 
construction. 


He’s the Answer Man of Your Business July, p. 52 
Who? The quotation man, of course. Here’s how one 
top quotation man operates. 


Selling Satisfaction July, p. 62 
That’s the approach Mill-Power Supply’s Bill Edwards 
takes to selling lighting. 


He Practices What He Preaches Aug., p. 54 
Professionally and privately, Graybar’s E. H. Taylor 
goes all-out for electronics. 


New Salesmen Get Supply Story Sept., p. 48 
Fifty-four of them graduate from Wesco’s A. & S. sales 
training course. 

Telephone Salesman on the Spot Oct., p. 52 
We asked Wesco’s Charlie Grillo some blunt questions; 
here are his answers. 

‘Price—What’s That?’ Nov., p. 36 
Distributor salesman John Ballowe shows how he mini- 
mizes price in his selling. 


Sales Ideas 


How High Are Your Sales Sights? Jan., p. 56 
If they’re not high enough, here are some ideas that 
will help you raise them. 

Backing up Salesmen 

With a Motor Service Shop Feb., p. 44 
That’s the way the Crowder Co. promotes motor sales 
for its supplies salesmen. 

Selling Lots of Time Switches May, p. 72 
That’s what Electrical Supply Corp., Dallas, is doing 
Here’s how. 
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Pioneering a New Market 

For a Revolutionary Power Tool May, p. 76 
The story of how one wholesaler created a big do-it- 
yourself trade. 


A Two-Man Branch June, p. 48 
That’s the Thompson-Wilson Co.’s solution to its city- 
bred problems. 


Can a Supplies Wholesaler 

Successfully Handle Major Appliances? June, p. 57 
For the Coast Electric Co., San Diego, the answer is 
“Yes.” Here’s the full story. 


Showplace for Selling 

Electric “Hired Hands” Aug., p. 50 
That’s the dairy farm that electrical distributor Arthur 
Koym bought and modernized 


Sixty Leads to Industrial Sales Oct., p. 46 
A check-list of sales-making opportunities for you 
with emphasis on the where and why. 


It's Never Too Soon 

To Sell Christmas Lighting Oct., p. 54 
Here are some ideas on how to overcome dealers’ “it’s 
too early” objections. 


The Magic of Lighting 

Transforms Barnum’s Barn Oct., p. 56 
From a circus stable to a hall of learning—the story of 
a distributor-sold relighting job. 


Par for This Course—$20,000 Nov., p. 38 
How salesman Bob Koblizek landed a big lighting order 
for the latest in outdoor lighting—a par-3 golf course. 


They’re Selling Electric Ceilings Dec., p. 40 
H. Leff Electric’s selling trio has scored heavily with a 
profitable lighting product. 


Sales Training 


Zeroing In on the Prospect Feb., p. 48 
Before you make that next call, here’s what you ought 
to know and where to find it. 


How To Beat the Price Bugaboo Apr., p. 35 
A step-by-step story on how you can put price in its 
proper perspective. 

Eleven Ways To Get the Most Out of EW July, p. 70 
“Electrical Wholesaling” is one of your basic tools. 
Here’s how to use it 


Back Up the Outside Man Nov., p. 46 
Sales training by manufacturer: teaching motor controls 
to inside men. 


Stick to the Script Nov., p. 46 
Sales training by customer: teaching selling etiquette to 
outside salesmen. 


Motors and Motor Controls: 

Can They Be Sold Together? Dec., p. 36 
A comprehensive roundup of facts on the motor and 
motor controls market—advantages and drawbacks of 
combined sales 





Index of Articles (Cont.) 


Sales Management 


NAED Leaders Look at 1954 Jan., p. 49 
What they see: a year of decision, a normal and active 
year. 


Everyone Gets Into the Purchasing Act Feb., p. 51 
At Coghlin Electric Co., Worcester, Mass., this policy 
helps to keep merchandise moving from stock. 


An Adequate Gross Margin Mar., p. 35 
Louis M. Nichols answers questions: What is it, how 
can it be determined, attained, retained. 


Their Ideas Help Govern a Business Mar., p. 38 
An inside look into the mechanics and results of one 
distributor’s junior board of directors. 


How Rumsey Takes Inventory Mar., p. 42 
This Philadelphia distributor shows why it needn't be 
an annual “bore chore.” 


What It Takes 

To Be a Top Branch Manager Apr., p. 40 
It takes experience, resourcefulness, friendliness—and 
a cast-iron constitution. 


The Ills of the Industry 

And What You Can Do About Them Aug., p. 58 
Nine pages of authoritative answers by A. H. Gudie to 
the problems bothering you most. 


Why Some Sales Meetings Fall Flat Nov., p. 42 
A supply sales manager who knows explains just why 
it sometimes happens. 


Splitting Their Distributor Business 

Down the Middle Nov., p. 44 
Titus, Tom and Jim Schmid, of Crescent Electric Sup- 
ply, tell of their reorganization plan. 


Sales Promotion 


Sales Goal: 14,000 Air Conditioners May, p. 81 
To make this goal, Marlin Associates, of Dallas, Tex., 
has a hard-hitting sales campaign. 


Operation Exposure July, p. 62 
More than 1,000 people came to be “exposed” at 
MarLe’s trade show. 


‘Direct Mail Is Booming My Business’ Nov., p. 48 
Distributor W. B. Davis describes the mechanics of his 
seven-year campaign. 


They Even Forgot About the Food Dec., p. 56 
That was the impact of Sprague Electrical Supplies’ 
industrial show on 250 visitors. 


Warehousing and Office Procedure 


We Gave Up Typing Our Invoices Mar., p. 51 
Why Central Electric Supply sends out about 95 per 
cent of its bills in longhand. 


Outstanding Multi-story Operations Mar., p. 52 
The second of three special sections spotlighting firms 
whose physical facilities and warehousing techniques 
are geared high to the job of moving goods. 


Last Word in Warehousing Apr., p. 44 
A photographic trip through ZCMI’s mechanized ware- 
house in Salt Lake City. 


What Goes into a New Branch Apr., p. 52 
The ideas behind the new branch of Garfield Electrical 
Supply Co. in White Plains 


38 Operating Ideas 

That Can Work for You May, p. 106 
A 9-page roundup of eleetrical wholesalers’ practical 
methods—in pictures. 


Orgill’s New Memphis House Aug., p. 48 
Labor-saving devices speed goods through this new 13- 
acre warehousing plant 


The Traffic Strangle 

And What You Can Do About It Oct., p. 36 
A special report that shows ways to combat this grow- 
ing menace to your business 


Tristate’s New Self-Selection Warehouse Dec., p. 52 
Big and attractively stocked, time-saving for customers 
and workers—that’s Tristate’s supermarket-style house 


Survey Reports 


Annual Outlook and Review Jan., p. 35 
A three-part presentation that sums up ‘54 sales 
prospects and °53 sales 


Your Profile in Print May, p. 65 
Here’s a clearly defined portrait of the typical electri- 
cal wholesaler’s salesman. 


How Salesmen Rate Sources of Leads June, p. 42 
This Electrical Wholesaling survey tells you where to 
look for the most productive jobs. 


What Do You Get Out of Selling? Aug., p. 37 
Selling offers many satisfactions. Here’s how electrical 
wholesale salesmen rate them. 


How Much Should You Spend 

For Entertaining Customers? Oct., p. 50 
The results of an exclusive survey on salesmen’s expense 
accounts and entertainment. 


Survey Syracuse Appliance Dealers Nov., p. 118 
A new study discloses dealers’ practices regarding floor 
stock and back-up stock. 


Your Industrial Customers’ Spending 

Plans for 1955 Dec., p. 44 
A McGraw-Hill survey pinpoints capital spending of 
U. S. industry. 


Product and Market Studies 


That Red-hot Do-It-Yourself Market Mar., p. 48 
Here are the facts you'll want to know on this fast- 
growing facet of the portable tool market. 


Inventory Figures and What They Mean Apr., p. 58 
A report on inventory statistics and how they should be 
handled—with care. 


The Case for Realistic Market Research May, p. 70 
Louis M. Nichols says if it remains unrealistic, our 
profits will be leaking out beyond retrieval. 

Big Money for Plant Expansion May, p. 101 


Industry plans to continue to pour dollars into new 
plants and equipment during 1954. 


Financing the Retail Dealer Aug., p. 44 
Here’s how banker W. F. Kelly sizes up this many- 
sided problem. 
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Selling Lighting in Pittsburgh Sept., p. 69 
How the lighting industry in general, the distributor 
salesmen in particular are going about raising the light- 
ing standards of the “New Look” Pittsburgh 


What This Battle for Business 

Means to You Nov., p. 50 
How you stand to gain in the struggle of shopping 
centers vs. downtown stores 


Little-known Facts on Lamps and Lighting Nov., p. 62 
Knowing them will help you sell a bigger share of the 
huge estimated lamp market 


industry Promotion 


Isn’t the Lighting Industry 

Missing the Boat? Jan., p. 54 
The “boat”: an industry-wide cooperative advertising 
campaign for residential lighting 


He’s Spreading the Word 

On Adequate Wiring Feb., p. 40 
How one distributor is putting his selling power behind 
the AW program. 


A Wonderful Idea . . . But Apr., p. 49 
Distributor Mario DiSandro expresses his views on a 
recent article on residential lighting. 


Try These Techniques with Your Dealers Apr., p. 60 
How to reach that electric housewares gift market as 
told by G. W. Orr. 


Housewares and the Distributor Apr., p. 61 
An interview with H. S. Perkins on the progress of the 
housewares gift campaign. 

Can We {Insure Our Future 

Without Adequate Wiring Now? 
By L. E. Barrett. 


May, p. 84 


Adequate Wiring Begins at Home June, p. 50 
A British Wholesaler describes his own approach to 
the wiring problem. 


Spreading the Planned Lighting Story July, p. 56 
The means: home service advisers. The method: 
distributor-provided training. 

NEMA Fan Contest Winners Sept., p. 47 


Distributor salesmen figure prominently in recent 
$3,000 window display contest 


Adequate Wiring Gets a Local Push Dec., p. 46 
A roundup story on the Adequate Wiring movement 
today—how it stands both on the local and national 
levels. 


Industry Relations 


A Houseware Distributor’s Creed Apr., p. 62 
Samuel Fingrutd on the electric housewares campaign 
for 1954 as it applies to distributors. 


Let’s Sell Selling July, p. 64 
It’s essential to restore to the selling profession the 
prestige it has lost. 


NAED Goes Ivy Aug., p. 40 
What the Harvard course did for 50 executives of 
NAED member firms. 
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A Crusade for Confidence 
It's the greatest need today 
its ills 


Oct., p. 44 


and the first step in curing 


‘So You Want To Sell Me?’ Nov., p. 40 
Contractor Dave Syme offers some very frank advice 
to distributor salesmen 


The Man with the Non-fading Smile Nov., p. 64 
A very pleased manufacturer comes up with cartoor 
salute to distributors 


Meetings 


No Prophets of Gloom 

On SEWA’s Podium 
Optimism is word of day at the So 
Wholesalers’ meeting 


Feb., p. 56 
Electric 


Adequate Wiring Picking Up Speed Apr., p. 56 
Upsurge of industry interest noted at 10th Annua 
Adequate Wiring Conference 


Seen at the EEWA Dinner-Dance 
The camera’s-evye view of scenes at the 
big social event 


June, p. 66 


association s 


The 1954 NAED Convention 

And Its Meaning to You 
The highlights of the convention with their 
spotlighted for you 


July, p. 37 


significances 


25 Years of Fellowship Sept., p. 37 
An editorial salute to the Lake Michigan Club on tts 
Silver Anniversary 


On Building a Better Industry Oct., p. 61 
That was the keynote of the 25th anniversary meeting 
of the Lake Michigan Club 


Pacific Zone Scores Another “First” Nov., p. 56 
The first “annual” NAED Coast convention achieves 
all-time high registration 


The Salesman’s Technical Notes 
Jan., p. 51 
Feb., p. 54 


Incandescent Lamps 

Mercury Vapor Lamps 
Fluorescent Lamps Mar., p. 46 
Fluorescent Accessories Apr., p. 70 
Lighting Fixtures May, p. 86 
Air Conditioners June, p. 54 
Electric Space Heaters July, p. 58 
Industrial Electric Heaters Aug., p. 52 
Sept., p. 64 


Oct., p. 58 


Direct-Current Generators 
Alternating-Current Generators 
Direct-Current Motors Nov., p. 60 


Alternating-Current Motors—I Dec., p. 58 


Men You Should Know 


W. G. Thomas Sept., p. 45 
He guides Mill-Power Supply with a sportsman’s sense 
of integrity 
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Guest Editorials 


Ethics .. . What’s That? 
By R. M. Johannesen. 


Feb., p. 


Selling As Viewed 
Through Our 3-D Glasses, I 
By R. M. Johannesen. 


Mar., p. 


Selling As Viewed 
Through Our 3-D Glasses, II 
By R. M. Johannesen. 


Apr., p. 


The Battle of the Ceatury May, p. 


By R. M. Johannesen. 
Who Really Runs Your Business? June, p. 31 
By R. M. Johannesen. 


If I Were a Wholesaler’s Salesman Nov., p. 55 
Charles H. Porter of Anaconda Wire and Cable, tells 
what he’d concentrate on 


Editorials 


Coordination Brings Better Profits 


Watch Out For The Squeeze Play Feb. ’54, p. 29 


Who’s Standing Behind You? Mar. ’54, p. 29 
More Than A Deep Breathing Exercise Apr. °54, p. 29 


Electrical Wholesalers Need May ’54, p. 59 


Housewares—Under Fire June 54, p. 29 


The Best Laid Plans—And Profits July °54, p. 31 
For Want of a Word Aug. °54, 
... We'd Still Be Using Oil Lamps Sept. °54, 
What's Our Attitude? 


To Our Readers Nov. °54, 


P 
P 
Oct. °54, p. 
P 
P 


A Good Start Dec., °54, 


The Personal Side 


My Kind of “Selling” 

Nearly Ruined Me Sept., p. 40 
A salesman-turned-alcoholic writes on drinking, enter- 
taining—and selling 


Valuable Aids to Your Job 


That's what we call these reprints of articles that have 
already appeared in ELECTRICAL WHOLESALING and 
have proved of value to readers of the magazine. This has 
been attested to by the numerous requests for copies from 
the industry. 

Perhaps you would like to have some of them to 
help you solve a particular problem you're faced with 
You may want to have some for your own files or for 
associates in your own organization. Every article listed 
here is in stock, with limited quantities of each. 

For copies, write to: The Editor, ELECTRICAL WHOLI 
SALING, 330 W. 42nd Street, New York 36, N-Y. 


Lighting Fixture Distribution Today 
A 24-page special report ering trend 
setups, markets and new lighting developments 


Cost: 1-10: 30¢ each; over 10: 25¢ each 


Adequate Wiring’s Challenge 
A |l6-page sect 
gandize the adequate wiring story 


Cost: 1-10: 30¢ each; over 10: 25¢ each 


Jeas with 


Financing the Retail Dealer 
How banker W. F. Ke 
Cost: Free 


The Electrical Wholesaling Industry's Basic Dimensions 

It sets down the measurements of electrical wholesaling firms 
nally and by states; and defines in percent- 
ages the product emphasis and the use of product sales 
specialists within these firms on the basis of the three 
geographic breakdowns 


Cost: 50¢ each 


nationally, reg 


How To Make a Lighting Sales Presentation 
A \6-page specia t that 
a 


f 
plan—from A to Z 


Cost: 25¢ each 


Whet Salesmen Want in Sales Meetings 
A nationwide surve 
and also the 


Cost: 5¢ each 


How a Top Salesman Organizes His Work 


About a distributor salesma 


with a minimum of 


Cost: 15¢ each 


How To Beat the Price Bugaboo 
A step-by-step story 
perspective 


Cost: 20¢ each 


The Case for Realistic Market Research 


How your profits w 
don't give careful nsiderat 


Cost: 10¢ each 


Selling Lighting in Pittsburgh 
How distributors and salesmer 
raising lighting standards 


Cost: 25¢ each 


The Ills of the Industry and What You Can Do About Them 


Nine pages of authoritative answers to the problem bothering 
you most. 


Cost: 1-10: 20¢; over 10: I5¢ 
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PRESENTING: A SNEAK PREVIEW 


of the 1955 Silver Anniversary 


DEVICE 


wer, 


The ever-popular . . . Toggle Switches and 
her exclusive “Baff-L-Ator” 


Mercury Switch . . . star of “The Silent One” 


The Famous “Socketts” Polarized Receptacles 
Power Outlets Keyless Lampholders 


” 


Produced, directed and developed by 








and making a guest 
appearance . . . Kloz-A-Lite, 
Winner of the 1950 

Lewis & Conger 

Home Safety Award 


“A 


nk 


—_— 
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ELECTRIC & MFG. CO. Woodside, LY, N.Y. 


Coming Soon at Your Neighborhood Wholesaler 
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65 tons of Youngstown 
Buckeye Conduit 
at Cleveland Airport 


Power cables are permanently protected by 
Youngstown Buckeye rigid steel conduit in 
this tunnel under the main floor of the 
new Administration Building at Cleveland 
(Ohio) Hopkins Airport. 


ee 


WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


Buried in these concrete 
floors and in tunnels—connec- 
ted to pull boxes, base-plug 
boxes and lighting panels—are 
65 tons of Youngstown Buck- 
eye rigid steel conduit. “Buck- 
eye” was specified for this 
Cleveland Hopkins Airport job 
because, above all, it’s SAFE 
for critical wiring installations. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY casison Sie end ycloy sec 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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MANUFACTURING 
COMPANY 


and makes them with | 


Se 
Sy 


beatings it is possible to give portable cable. Vibra- 
tion and flexing are continuous. Temperature varia- 
tion is extreme. Oil always present. Sunlight... 
s. Ozone...Every element which quickly destroys 


~ 


f \ 
Y= DiESEL CONTROL JUMPERS take one of the roughest 


- 


ordinary cable is abundantly present where these 
Maxi jumpers are at work, Yet Joy Manufacturing Com- 
- Z = gg pany is able to guarantee their Multi-Flex Diesel 
“phe Jumpers “to provide at least two years of satisfac- 
pee ry tory, trouble-free service” The 27 to 27 Pole Mullti- 
oF tera ge Flex Jumper illustrated here is made with four 
a lengths of seven-conductor Bronco 60 Certified 
REQUIREMENTS a cable. You can read the branding on the jackets. 
OF A Note especially the phrase—60% Neoprene by 
DIESEL Outstanding weight. It is this full measure of Neoprene which 
CONTROL oil resistance s Bronco 60 Certified its superior resistance. 
JUMPER: ———- . tovghness combined with superlative flex- 
' make this cable your first choice for rugged 
Flameproof applications. Specify...and be sure you get... 

Bronco 60 Certified. 


; BRONCO 60 CERTIFIED, made with a protecting jacket 
Weathe? to contain not less than 60% Neoprene by 
resistant ight is manufactured by: 


These requirements are met so completely WESTERN INSULATED WIRE CO., Los Angeles 58, Celitornia 


in Bronco 60 Certified that Joy Manufac- 
turing Company can guarantee their 
Multi-Flex Diesel Jumpers for two years. 
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Contractors agree... 


You can't beat Phelps 
dependable PD-X Cable 
fast, easy 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: ATLANTA - BOSTON + BUFFALO + CHARLOTTE + CHICAGO «+ CINCINNATI + CLEVELAND + DALLAS 

JACKSONVILLE + DETROIT - FORT WAYNE + GREENSBORO + HOUSTON + KANSAS CITY, MO. + LOS ANGELES 

MILWAUKEE + MINNEAPOLIS - NEW ORLEANS + NEW YORK ~ PHILADELPHIA + PITTSBURGH + PORTLAND, ORE. 
RICHMOND + ROANOKE « ST. LOUIS + SAN FRANCISCO + SEATTLE +» WASHINGTON, D. C. 
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Dodge 
for 


stripping 
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‘VITAL ON-THE-J0B 
TIME AND MONEY! 


¢ PD-X cable is the fastest-stripping, 
w nonmetallic-sheathed cable on 


1 Copper conductors are soft drawn. Connec- 
tions are easily and quickly made. 


2 Hahindure Thermoplanic Insulation is clean 
and smooth— makes stripping simple, easy, fast. 


SJ Paper armor is resin-treated to resist moisture, 
is clean and dry—no oil, grease or wax is used. 


4 Paper armor is applied with a long twist and 
can be removed by an easy flick of the fingers. 
No time-wasting unwinding, no sticking to 
underlying insulation. 

a7 Barrier tape keepsexterior finishing compounds 


out of the cable—leaves inside clean and free 
of gum. Strips off cleanly as a unit with outer braid 


covering . 


aS Clean, grey finish eliminates sticking, assures 
easy pulling, clean walls and hands. 





HERE IT IS! the first NEW socket design in years 
fevolier PHENOLIC SOCKET : 


Extra heavy case 
of impact resisting 
_molded phenolic, 
< 7 


% 


—_—. 


. a 
oat Pn, 


/ Lamp base screw 
shell .006"' heavier 
than standard 


~ aad 
6 nen 


a a 
 . Sm 


. —— ‘ a 
; ‘ Easy to wire 
New push button a a i . J , 
Iwo piece housing 


Zevotier switch } 
. - screws together 
mechanism 


Re tape ogee EE 


new safety — new dependability 


new styling — 


Combining modern functional styling with utmost dependability, this new McGill 4300 
Series Phenolic Socket readily fits all modern plant and electrical equipment require- 
ments. It has a double thick cap and casing of impact resisting molded phenolic 
enclosing the proven LEVOLIER switch mechanism with a new push button action or 
the well known universal lever. 
Levolier molded phenolic sockets use a two piece housing that screws together at 
the lever for quick opening and easy accessibility to side terminals. 
Its screw shell is .006” heavier than standard, has special high conductivity bronze 
contacts, and is rigidly supported in the housing. Models include 14”, 34”, 14” and 
pendant caps. 
The new 4300 series has dependability and lasting quality not available in any ordi- 
nary socket marketed today. This 600 watt 250 volt socket defies replacement in 
rugged industrial service and saves its cost many times over by elimi- 
nating maintenance labor and production time losses. 
4100-PB It conforms to all modern safety regulations and is Underwriters’ 
Laboratories Inspected. 
4100-FL 
Send for Bulletin S-54. This descriptive Bulletin 
describes the complete line of McGill Heavy Duty 
Sockets. Send for your copy today. 


MSGILL 


The new push button electrical specialties 


mechanism is available 

also in the LEVOLIER 

4100 series sockets with 

double welled tense exp McGILL MANUFACTURING COMPANY, INC. 


ane casing 250 N. Campbell St., Valparaiso, Indiana 
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When you ARROW-HART ADVANCED 
DESIGN MOTOR CONTROLS, Arrow-Hart’s reputation for 
quality, built on a solid foundation of product depend- 


stock and sell 


ability and performance, enhances your reputation for 
reliability . . . and helps establish you in the minds of 
your prospects and customers as the logical sovrce of 


supply for quality products that assure complete satisfaction. 
To back up your personal selling effort, Arrow-Hart adver- 
tisements in a great variety of publications reach many 
builders, 


purchasing agents, etc. These advertisements stress your 


thousands of electrical contractors, engineers, 


dependability as a supplier . . . and your prompt and 
efficient service. Together with Arrow-Hart promotional 
material — booklets, folders, catalogs, etc. — they pave the 


way to many profitable sales. 


WRITE TODAY FOR YOUR ARROW-HART MOTOR 


ARROW-HART 


03 HAWTHORN ST., HARTFORD 6, CONN., U.S.A 


Offices, sales engi sa wor in: Atlanta, 
Boston, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, Indianapolis, Los Angeles, 
Milwaukee, Minneapolis, New York, Philadelphia, 
Pittsburgh, St. Lovis, San Francisco. In Canada: 
Arrow-Hart & Hegemon (Canada) Ltd., Mt. Dennis, 
Toronto. In England: Arrow Electric Switches, Ltd., 
Ealing, London W5. 


MOTOR CONTROLS -« 





1890 
WIRING DEVICES 





ARROW-HA 


AMERICAN MACHINIST 
AUTOMATION 


COMMERCIAL REFRIGERATION 
AND AIR CONDITIONING 


CONTRACTORS’ ELECTRICAL 
EQUIPMENT 


DESIGN NEWS 


ELECTRICAL CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL ENGINEERING 
ELECTRICAL EQUIPMENT 
ELECTRICAL MANUFACTURING 
ELECTRICAL SOUTH 
ELECTRICAL WORLD 
ELECTRIFIED INDUSTRY 


na in 


FACTORY MANAGEMENT 
AND MAINTENANCE 


INDUSTRY AND POWER 
MACHINE DESIGN 

OIL AND GAS JOURNAL, THE 
PETROLEUM REFINER 


PRODUCT DESIGN AND 
DEVELOPMENT 


PRODUCT ENGINEERING 
QUALIFIED CONTRACTOR 
REFRIGERATING ENGINEERING 
SOUTHWEST ELECTRICAL 
STEEL 

TEXTILE INDUSTRIES 

TEXTILE WORLD 


CONTROLS LITERATURE AND SALES AIDS 


THE ARROW-HART & 


103 HAWTHORN STREET, HAR 


HEGEMAN 


(0 Please have the Arrow-Hart Motor Controls 


Factory Representative call 


NAME 





POSITION 





COMPANY 





CO. ADDRESS 





CITY 





Quality 
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ENCLOSED SWITCHES «© APPLIANCE SWITC 


HES 


December, 





Safe Vastallatiom 


CRESCENT 
ABC 


ARMORED CABLE 


CUTMARK 

NOTE CUTMARK on the fourth turn from right on armor 
of cable above. This cutmark (at 114” intervals) shows 
the location of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided by the 
cutmark, are required to cut through one outer ridge, and a bend by 
hand severs the armor. This results in a clean separation with no 
sharp edge—a safer, easier and faster job. The prefabricated break- 
ing lines are so designed that there is no reduction in tensile strength, 
bending quality, crushing resistance and electrical conductivity of 
armor. 

NOTE BOND WIRE UNDER ARMOR which is in contact with the 
under side of each convolution. This provides permanently low armor resistance. It is fur- 
nished in sizes No. 14 and 12 AWG Cable. 

GENUINE ABC CONSTRUCTION provides for easy insertion of the insulating bushing be- 
cause the paper under the armor readily unwraps from under both ends providing space 
to insert the bushing. 

ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture and rot 
proof. The use of ALL GLASS braid results in a cable with smaller diameter and lighter weight, 
being easier to handle and install. 


C a r SC - he (ou 
: ( 70. =} 

WIRE & CABLE Oo o\"/ 
\ XPERIENC tf 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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dd now / the oval-cover, flat-back Pylet 


The new “OR” series Pylets, with interchangeable features, will meet all 
electrical conduit fitting requirements for machinery wiring... 
plant maintenance... and new construction. 


e@ Accurate, ferrous alloy casting. 

@ Tapered, machine cut threads. 

@ Large, flat back area, easily drilled for secure mounting. 
@ Roomy, smooth interior facilitates wire pulling. 

@ Well-rounded edges prevent wire damage. 

@ Self-retaining cover screws. 


Sold only through authorized distributors. 
Write for bulletin and names of distributors in your area. 


THE PYLE-NATIONAL COMPANY 


SUMCE 1837 1352 North Kostner Avenue, Chicago 51, Illinois 


District Offices and Representatives in Principal Cities of the United States and Canada 
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Flora* shows you 


Core and coil construction is 
carefully designed for mini- 
mum power loss; close con- 
trol of noise and heating. 


Quality insulation through- _ 
out—protects against failure, j 
assures longer life. : 


WE RECOMMEND 


PS p 


YOUR AVERAGE NONSE LEVEL 15 HERE 


Broadcast Studio 
Church 


Country Residence 


Evening School 
* City Residence 
“ Quiet Office 


Average Residence 
Public Library 
Study Holl 


~~ 


Classroom | 
Protessionai Office | 


—}+—_—_—_++ 


Naiy Renidence 43-48 decibels | 
Beniness Ofice 

——— 
| ! 


49 decibels and up | 


1. SOUND RATING—Only G-E ballasts are sound-rated to assure 
you of meeting your sound level requirements. You can choose the 
proper G-E ballast whether it’s for a quiet installation or for an 
application where noise is less important. G-E sound rating elim- 


inates expensive noise complaints 


——_ 


PA 


« Ba 


a i n 
4. LAMP- MATCHED DESIGN —The ballast governs light output and 
life lamp. G-E ballasts are lamp-matched to 
provide up to 50% » longer lamp life and up to 30% more light 
output. Here you save two ways —lower lamp replacement costs 
and more light from your installation 





Whether you use, install, specify or make fluorescent fixtures, 
G-E ballasts mean savings to you! 
The six reasons why you save, described by Flora above, grow 
out of these simple facts: 
@ G-E ballasts are designed to high engineering standards 
(1, 3, 4, 5 above). 
; e G-E ballasts are made under exacting quality control stand- 
> ards (2 above). 
e G-E ballasts are backed by complete sales and engineering 
services (6 above). 





t All components, like this G-E 

Pyranolt capacitor, are 

manufactured to our precise 
specifications. 






tReg. trode mark of General Electric Co. 


Only G.E. offers you all these money saving features. 


In every conceivable way, we make sure you get more when 


Every part of a G-E ballast 
you use G-E ballasts. For example, G-E engineering standards 


is carefully designed, manu- 


factured, tested and assem- 
bled to give you the best 
ballast value. 


Copyright 1954, General Electric Compony. 








ways... 


asts help you save lighting dollars 


% of Bollost Life 


( 200% 


G-E DESIGN STANDARD= 150% LIFE 


INDUSTRY STANOAGAR 


00% 


C Temperature Rise 


2. UNIFORMLY HIGH QUALITY Lighting specifiers have learned 3 LONGER LIFE -G-E ballasts are des 
to depend upon the consistently high quality of G-E ballasts than U.L. and Certified Ballast Manuf 
Rigid material specifications and constant production line tests show that a 10% reduction in ballast ter 


f } 


mean uniformly good ballasts; save lighting dollars on early up to 50% longer ballast life, giving you hz 


replacement and maintenance costs ife! 


~“ 


ae >f 4 
gr UG aS 
= ~*~ 


| 
—— : - " mam 
5. PROVED PRODUCT LEADERSHIP —General Electric has the 6. COMPLETE CUSTOMER SERVICES —Genera! Electric's extensiv: 
largest group of specially trained ballast design and development sales, warehousing, and engineering organization is anxious t 
engineers in the industry. They're constantly improving G-E serve you. These unequalled facilities can provide services for you 
ballasts, assuring you of all benefits of top quality when you which no other ballast manufacturer offers. These extra service 
“‘specify’’ General Electric. mean real saving to you 


actually exceed the specifications established by the Certified 

Ballast Manufacturers where extra quality pays off to you 

Another example: Ten quality control stations make dozens a 
of physical and electrical checks during manufacture to assure ~ 
that each ballast measures up to the high G-E standards. 


Next time, specify General Electric Ballasts. Dollar for dollar 
they’re your best ballast value. 


LOOK FOR THIS G-E BALLAST TAG > 


A G-E ballast tag on your fixture is proof that it’s equipped 
with a top-quality ballast. It’s the easy way to be certain. For 
further information on G-E ballasts, contact your nearest G-E 
Apparatus Sales Office or G-E Distributor. General Electric 
Company, Schenectady 5, New York 401-7 


*Miss Flora Ballast, G-E Ballast Mascot. 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 





you can make a profit on any 
time switch you se 


you make a 


SURER PROFIT 
ON SANGAMO TIME SWITCHES 


It's easy to sell Sangamo Time Switches. And any way you look at it, making 
a profit on them is a sure thing! Here's why: 


You make more money on every Sangamo Time Switch you sell 
because Sangamo offers a higher dollar profit per unit. 


Your turnover in Sangamo Time Switches is higher. Sangamo Time 
Switches are backed by an effective advertising program. This has had a 
telling effect. Sangamo Time Switches are well-known and readily accepted 
by your customers. 


Sangamo Time Switches mean Satisfied Customers. 
You have fewer come-backs than with ordinary time switches. 
Once installed, your contractor customer can forget about a 
Sangamo Time Switch...And Sangamo Time Switches can 
stand rough handling. It doesn't even matter if they're 
hauled around loose in the bed of a truck, they can take it! 
Stock up now with both Sangamo Type B and Heavy Duty 
Time Switches so you can get your full share of surer profits. 


LOW-PRICED TYPE B 


SANGAMO HEAVY-DUTY TIME SWITCH y rey § Rugged, low-priced, the Sangamo 
Type B comes with a hinged cover 
and sealable hasp. Case is designed 
so there's wiring room in almost half 
the inside space..." to %4” 
multiple knockouts. NEMA Standard 
30 ampere rating ...single-pole, 
single-throw construction. Anyone 
can operate it. 


Sangamo Heavy Duty Time Switches are avail- 
able with an Automatic Carryover that assures 
continued operation for up to 10 hours in the 


event of a power failure. In addition, astro- 





nomic dials, omitting devices, multiple contact 
construction and many other special features 
can be had in the heavy duty model. 























4 
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SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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The Salt Lake Hardware Co. 


From a small hardware store in Salt Lake City to a diver 
sified distributor serving a nine-state area—that’s the story 
of the growth of The Salt Lake Hardware Co. Rome 
Cable is one of the suppliers that has helped build its 
electrical business. 

The Salt Lake Hardware Co. has been a Rome Dis- 
tributor ever since Rome Cable has been in business 
Here’s what Mr. Charles L. Wheeler, president of the 


A Salt Lake Hardware warchouseman 
prepares an order for a customer, and 
finds that Rome’s convenient packaging 
saves lots of handling costs. 


it costs less to buy the best . . . and it's profitable to sell the best 
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Mr. CHARLES L. WHEELER, President, 
The Salt Lake Hardware Co 


company has to say about this long association: 

“‘Rome’s distributor policy of a ‘mutually profitable sell- 
ing partnership’ has helped us both grow through the years. 
A dependable, top-quality product backed by strong ad- 
vertising makes our selling job easier—and we can thank 
Rome Cable representatives for their assistance in clinching 
many sales.”’ 

A distributorship with Rome Cable pays dividends! 


A counter salesman explains to : 
customer which wire is best for a 
special application. Complete up 
to-date data from Rome Cable 
help the wholesaler and the cus 
tomer in selecting wire and cable 
for most applications 


When a special problem comes up 
the manager of the electrical de 
partment calls the Rome Sale 
Engineer for assistance. Rome 
engineers, ready to help distribu 
tors any time, are often instr 
mental in securing important sales 


ROME CABLE 


Corporation 


YOR 


AtrirrorRn 





iT’sS NEW! 
iT’S BLUE! 
... the plastic tape for bundling 


RL 


Now ... all spaNGLEAM EMT in sizes ranging from ‘2”’ 
’ is shipped to you neatly bundled in the new blue 
plastic tape! It’s another SPANG first-—and everybody 


benefits from this new packaging! 


BETTER FOR ELECTRICAL CONTRACTORS 


plastic tape keeps the sPANGLEAM EMT bundle tight until 
. makes EMT 


— prevents 


because the 


you re ready to break open the package =i 
easier to transport and handle on the job . 


slippage of individual lengths. 


BETTER FOR SPANG DISTRIBUTORS 


plastic tape makes sPpANGLEAM EMT easier to store, easier 


because the new 


to identify in warehouse stock, easier to inventory .. . 
presents a clean, neat appearance . . . no rope marks 


mar the sPpANGLEAM finish. 


AND IT’S BETTER FOR SPANG, TOO 


plastic tape eliminates hand bundling . . 


because the new 
. Saves produc - 


tion time .. . speeds up deliveries. 


Look for the new blue plastic tape bundle on sPANGLEAM 
EMT. It marks a top-quality product . . . 
quality you find in all SPANG tubular products. Your 
SPANG Distributor has a complete line of all SPANG 


Conduit and fittings. 


the same top 


SPANG-CHALFANT 


SANS “& Division of Th 


GENERAL SALES OFFICE 
TWO GATEWAY 


CONDUIT 


Distr 


National Supply Company 


CENTER, PITTSBURGH, PA 


ales Representatives 


in Principal Cities 
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the answer to 
increased residential 
electric service demands 





rant warts 


circuit breaker type 


SERVICE 
EQUIPMENT 


Order a stock of these new () “Enclosed Pan 
Base Assembly” type units today. You'll find then 
an effective answer to the problem of expanding 
residential power demands. 

Approved by the Underwriters’ Laboratories, Inc 
for label service, these units provide capacity for 
electric ranges, water heaters, dryers, air conditioning 
etc., and sub-feeder circuit to an additional center of 
listribution. 

The new units have 100 or 200 amp. feeder 
‘apacity, for single phase, solid neutral service. Each 
is furnished with one service connection having a 
double pole 50 amp. Circuit Breaker with wire con 
nection to the lighting and appliance branch circuit 








section. 

Another big feature is that all components of the 
units are compactly packaged for easy stocking and 
quick assembly on the job. The units, plus a stock of 
individually-packaged T-M and QP Thermal 
Magnetic Circuit Breakers, also available for stocking, 
will fit almost any job requirement. | @SEGOPL200-8SPL5C 

| 
| 


if 


a 


Catalog N 


@SE4DPL100-10SPL! 


If you are interested in quick-turnover and ad- 
ditional business and profits, then order a supply of 
these Ww its day. For f oar inf ation, 4 
he ne units today. F« r further information are @ QP. Adjoining single pole branches can be fitted with 
contact your representative listed in Sweet's | handle extensions for double pole individual trip operation 
Builder file. 


All circuit breakers are thermal-magnet juick make and quick 
break. Capacities, 10 to 30 amps. are @ T-M and 40 and 50 amps 


om 





. ma ° (Z ' 

Fi VA Ade eI/ F7 Makers of: busduct + panelboards + 
¢ A/¢. c ald J CCL, ZC LO. switchboards + service‘equipment + 
BOX 357, MAIN P. 0. « ST. LOUIS, MO. safety switches + load centers’ + Quikheter 


December, 1954—ELECTRICAL WHOLESALING 





begin your Fan and Blower 


jobs with “Peerless Middle-Size Job Plan” 





Here’s a plan that spells savings for you all along the line 

. from the bid to the final inspection. With this plan, 

you take any job in your area and Peerless does the en- 

gineering at no cost to you. It's fast, economical and prac- 

tical. You'll bid better, install better and make more profits 

because you have direct service from the main office. 

Trouble-free Peerless Fans and Blowers cut installation 

costs, eliminate expensive callbacks and carry the iron- 

clad Peerless Electric guarantee. Put the Peerless Middle- 

Size Job Plan to work. Send us the engineering details on 
your next job. 

Get on the high road to bigger profits with Peerless. 





FAN AND BLOWER DIVISION 


THE PEERLESS ELECTRIC COMPANY 


1403 WEST MARKET . * WARREN, OHIO 





SPREE OS ENB a, 


Woe ote ear 


_& og tess 
Ctl eyz 
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THE JOB... 


Portable electric 
tools for shop use 


Hazacord Type SO or $JO 


STOCK THE 
— THAT FITS THE 











Flexibility and toughness are musts for good portable 
tool cables—flexibility for easy handling and toughness 
to resist constant twisting and abrasion. Your 
customers will find that Hazacord Types SO and SJO 
fully meet both of these requirements. . . the 
outstanding choices wherever long service life is an 
important factor. 


And you will benefit from increased sales when you 
stock Hazacord Flexible Cords and Portable Cables... 
your customers know Hazacords will stand the abuse 
they will get on the job. Tire-toughness is built into 
Hazacords by vulcanization in a continuous metal mold. 
The metal mold curing of the tough Hazaprene ZBF 
sheath combined with flexible conductors, strong laterals 
and a dependable insulation mean long service life and 


extra value in every portable cord or cable application. insulated cables 


For additional information on Hazacords, write for 
Bulletin WH-451. Hazard Insulated Wire Works, 


Division of The Okonite Company, Passaic, N. J. 2102 SSS 
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THE KEY THAT 
FOR THE MAN 


WHO SELLS 


WIRE AND CABLE 


No matter where you go practically 
every plant, building or piece of elec- 
trical equipment can use Rockbestos 
A.V.C. 

Take for example “hot-spots” .. . 
Rockbestos A.V.C. assures safe, depend- 
able service up to 230°F. Or if protec- 
tion against oil, grease, corrosive fumes 


“OPENS DOORS” 


Le a OOen Gd et) 


is needed, A.V.C. is the cable. Or need 
of additional current capacity in exist- 
ing circuits, Rockbestos A.V.C. carries 30 
to 50% more current. 

And back of you is Rockbestos, the 
only company that is devoted to the ex- 
clusive manufacture of permanently in- 
sulated wires and cables. 


ROCKBESTOS propuctTs Corp. 


Ay we < 
Oe 
iy ay’ 


a, A& 
a th 


NEW HAVEN 4. CONAN ECTIicCcwur;T 


NEW YORK « CLEVELAND + DETROIT + CHICAGO 
PITTSBURGH «+ ST.LOUIS * LOS ANGELES «+ NEW ORLEANS 
OAKLAND, CALIFORNIA + SEATTLE 
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FAST PROTECTION 
UNIFORM PROTECTION 
COMPLETE PROTECTION 


ALL 


current. 
values 


That's the difference—so get Cutler-Hammer 
Unit Breakers... Modern, Low Cost Circuit Protection 


@ The Cutler-Hammer Unit Breaker is every- 
thing and Aas everything you want in high 
quality, low cost, modern circuit protection. It 
provides convenience in stocking and it provides 
convenience in selecting the proper capacities 
for any home or any building. And in addition 
it affords complete, uniform, fast protection on 
all wire capacities within each Unit Breaker size 
range. No slow operation here and over-fast 
operation there, but uniform safe protection 
throughout. Get Cutler-Hammer Circuit Protec- 


tion and you provably get the best. 
CUTLER-HAMMER, Inc., 1327 St. Paul Ave., 


Milwaukee 1, Wisconsin 
re 


CUTLER-HAMMER 
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Basically 3 Components 

The C-H Unit Breaker consists of case, individual 
circuit breakers, and cover. Easy to assemble, 
and install. 


6 Cases—32 Circuits 


Only 6 case sizes handle all needs to 32 circuits. 
Also raintight and special types available. 


Rock Bottom Prices 

Plus These Features 

Ambient compensated. No pre-tripping in hot 
climates. Thermal magnetic protection against 
heavy overloads and shorts. Compact, rugged, 
lasting, dependable. Quick make and break for 
long contact life. Famous C-H Quality. 





SELL LOWEST INSTALLED COSTS WITH THE FULL LINE OF 


GEDNEY CONDUIT BODIES 


MALLEABLE IRON—HOT DIP GALVANIZED 


YOUR CUSTOMERS can't help but cut instal- able malleable iron...inspected for complete 
lation costs with Gedney Conduit Bodies. Every perfection. On top of that, they're special hot dip 
one of these fittings is accurately machined and _ galvanized to assure top life on the job...and 


threaded ...smooth finished ... made of unbreak- they come in all types and sizes from 4” to 4”. 


AMONG GEDNEY’S COMPLETE LINE ARE: 





TYPE LB—Threaded —for heavy wall rigid 
conduit. Used with Gedney entrance fittings, 
straps, clamp backs, etc., they provide an entire 
conduit system with hot dip galvanized finish. 





TYPE FS—Threaded—shallow bodies for 
heavy wall rigid conduit. Only Gedney gives you 
hot dip galvanized as standard finish...no cor- 
rosive deposits on threads to slow down work 


and hike costs. 





NO MATTER WHAT your customers’ require- 
ments may be, there’s always the right Gedney 
body and fitting...designed to cut installation 
time and costs and assure long-run dependability. 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT 
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The Inside Story of CAROL Cable 


In this big, modern factory 
at Pawtucket, Rhode Island... 


High-speed drawing machines draw pure copper rods 

into wire... 

-<=597 
All these, and many more essen- 
tial wire-making operations are 
under one roof... one respon- 
sibility ... at Carol’s complete 
cable plant. 


Fine wires are stranded 
The result: a precision-made line 


of high quality wire and cable 
for electrical, electronic and in- 
dustrial applications. For com- 
plete facts, write or call Carol 
Cable today. 


Selected insulating materials are blended in huge in- 


tensive mixers. 


Division of The Crescent Co., Inc. Pawtucket, Rhode Island 
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Stabilize iitenete of fluorescent 
lighting systems — regardless of 
line voltage variations — 
with Sola Constant Wattage Ballasts 


systems are ballasted with conventional, non-regu- 
lating transformers. But Sola Constant Wattage 


Greater line voltage variations at point-of-use may 
exist than is generally appreciated. This condition 


arises from the constant and ever-growing demand 
for electric power, increasing size of loads to be served 
at one location, and increasing inadequacy of users’ 
wiring installations. 


This substantial variation of voltage is usually 
beyond the control of the commercial power utilities. 
Their voltage is carefully controlled at the point of 
distribution; and it is the starting and stopping of 
heavy loads near the point of use, which usually 
causes the trouble. 


These line voltage variations have definite adverse 
effects on fluorescent lighting performance when 


Ballasts provide stabilized conditions regardless of 

typical line voltage fluctuations. Three major areas 

of lighting system performance under fluctuating line 
voltage conditions are compared in the following 
three points: 

1. The level of illumination specified at a particu- 
lar working surface will drop when line voltage 
drops. Sola Constant Wattage Ballasts maintain 
lumen output constant in face of line voltage 
drops. You get all the light your system was 
designed for. 


2. Lamp life is shortened by line voltage surges. Sola 





Bie 23; 


HOT CATHODE BALLASTS 


RAPID-START LAMP BALLASTS: 
For 2-T12, 40w rapid-start 
lamps. Series-sequence opera- 
tion, peak/rms ratio approx. 
1.5 at 118v. Lumen output held 
constant to within +2% or 
less, in face of line voltage var- 
iations as great as 10%. 300v 
from electrode to ground for 
reliable starting. Case height 
only 1-13/16”. Low tempera- 
ture rise, quiet in operation. 


COLD CATHODE BALLASTS 


HIGH or LOW PRESSURE COLD 
CATHODE LAMP BALLASTS: For 
93 inch, 25mm. diameter cold 
cathode lamps. High power 
factor, close to unity at all 
times, even though one lamp 
is inoperative on a two-lamp 
parallel ballast. Pressed-in 
core and coil construction. 
Lumen output varies less than 
+2.5% with primary voltage 
variations as much as +15%. 
Light weight, compact. 







































































































































































Constant Wattage Ballasts automatically control 
lamp current within a safe value. You get lamp 
life over and above what you pay for. 


3. Overall operating efficiency is lowered by line 
voltage fluctuations. Sola Constant Wattage Bal- 
lasts continuously deliver regulated energy to 
lamp electrodes which results in: positive starting, 
cool operation, and self-protection against damag- 
ing ballast heat rise when lamps fail. Stabilized 
operation of fluorescent lighting systems reduces 
maintenance time and cost—results in dependable 
operation. You get all the service you pay for. 


The major types of Sola Constant Wattage Ballasts 
are shown across the bottom of these pages. For more 
information, please write or phone for a Sola sales 
engineer. He will give you further help in adapting 
Sola Constant Wattage Ballasts to any new or 
revamped lighting installation you are considering. 


SOLA “sainse 


BALLASTS 


SOLA ELECTRIC CO. 
4633 W. 16th St., Chicago 50 


Branch offices and representatives 
in principal cities 





ff 


oI —_ cena SRNR = 








Write for any of the following bulletins, giving 
complete electrical and mechanical specifications. 


RAPID START BALLASTS, 
Bulletin 27L—FL-199 


COLD CATHODE BALLASTS, 
Bulletin 27L—PFL-152 


OUTDOOR MERCURY VAPOR BALLASTS, 
27L-—MV-208 


Bulletin 


INDOOR MERCURY VAPOR BALLASTS, 
Bulletin 27L—MV-211 











MERCURY VAPOR LAMP 
TRANSFORMERS 


OUTDOOR AND INDOOR MERCURY VAPOR LAMP BALLASTS: 
Outdoor weather-proof unit (right) for commercial and 
industrial applications. Indoor design shown at left. Both 
maintain lumen output within +2% against line voltage 
variations as great as 25%. Primary taps eliminated, low 
starting current surge, no extinguishing on line voltage dips, 
open and short circuit protection 








&, \ \ 
X t me A AY AY t t 
X ¥ aY x 0 7. y A 
t t T ay \% t t at T 
+ + + + T30 - + + 4 + 
t 7 t it t t —— t 
ty T wl t t t 1 
t T me = t t 3 Ly 
+ + t + a 7 t ul Bt 
4 \ - 1 Teo \- — o 32 ’ 
j ye ‘Y co RRR 
T t 
A ete 
t oh 
7 ii ——— r 
+09 
Z- 
ee ee x 
T Es I 
I ila vi aD a i 
ms Col cya aA bile RBERE 6 Fi AA 8 I ete SER, 
+ “7 x =v oan f +- f OTE Ree OER sy 
" L = 6o— + = = ome 





Flexible lighting! ‘These two words describe an 
ever-growing need in industry and elsewhere—a 
sound reason for you to stock and sell BullDog 
Universal Trol-E-Duct® the year around 


For Universal Trol-E-Duct is the world’s most flexi 
ble lighting system. In a plant, it permits lighting 
fixtures to be moved or added in minutes with 
out rewiring, without downtime, without \ 
materials. That’s because it’s every inch a1 


Connecting a light is simply a matt 


LLL a a re a Se tre Fs 


a twistout plug or mobile trolley 

the duct. Adding a light, or a hundre 
but a matter of attaching thein onto the duc 
they're needed. Ideal for light 


hand tools, too. 


UNIVERSAL 


Trol-E-Duct 


highlights high profits 


Don’t overlook any of the excellent profit possi 
bilities of BullDog Universal Trol-E-Duct. You'll 
find it sells to stores, offices, hospitals and schools, 
as easily as to industrial plants. It’s easy to install 
—makes an ideal indoo1 job for electrical contrac 


tors during slow winter months 


Get all the facts now on this fast-moving, over-the 
counter item. See your BullDog Field Representa 
tive or write: BullDog Electric Products Company, 
Detroit 32, Michigan. Ask for Bulletin UT-650. 


Export Division: 13 East 40th Street, New York 16, 
New York. Jn Canada: BullDog Electric Products 
Company (Canada), Limited, 80 Clayson Road, 


Toronto 15, Ontario. BEPCO 


| 
al BULLDOG 
wy" ELECTRIC PRODUCTS COMPANY 


A Division of I-T-E Circuit Breaker Company 
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THS 496 
97” long, 26%” wide, 
2%” thin. Four 96” 
430 MA. lamps. 


THR 240 
49” long, 12%” 
wide, 2%” thin. 
Two 48” Rapid 
Start lamps. 


THS 296 


97” long, 12%” wide, 
2%” thin. Two 96” 
430 MA. lamps. 





The fundamental concept behind the Thin-Lite series is the 
creation of a semi-recessed effect by means of an extremely 
shallow surface mounted fixture (an unbelievable 2 %” thin). 
Imagine—the depth below ceiling is essentially the same os 
troffers fitted with dished shields, 


= CF” Thin-Lite luminaires can 

Thin-Lite Troffer be mounted end to end 

or side by side to form any desired lighting pattern. From 

every viewpoint— appearance, economy, ease of installa- 

tion and maintenance—Thin-Lite by LPI is a born leader, 
Write for Complete Details 


+t LIGHTING PRODUCTS INC., Dept. 3B, HIGHLAND PARK, ILLINOIS 





STARTLING 
EVIDENCE: 


Comparative performance of portable cords related to major life factors. 
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F ig “New — 
“ROYAL MASTER > 


portable cord 


PROVES SUPERIOR TO ALL 
OTHERS IN EVERY SERVICE | 
FACTOR! 


Newly developed U. S. Royal Master Cord gives almost twice the serv- 
ice of other molded cords — gives $1.88 value for every cord $1.00! / 





. Life factor charts illustrate outstanding superiority of new U. S. 
‘.. Royal Master over the average of both the molded cords and 
‘.. the short-lived continuous vulcanized cords of other makes. 


~ 
Wee wa 
" . . 


UNITED STATES 


ELECTRICAL WIRE & CABLE DEPARTMENT 
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Cord construction completely reexamined. Over 
two years ago, U. S. Rubber engineers began a thor- 
ough reexamination of electrical cord design and 
construction. More than a thousand cords, including 
those of all major competitors as well as our own 
U.S. Royal Cord, were thoroughly and painstakingly 
analyzed. Over 10,000 tests were made to determine 
the principal causes of cord failure. 


Every possible life factor was carefully and honestly 
appraised to find its relation to overall cord service. 


With the findings at hand, “U. S.” Engineers then 
drew upon their 64 years of experience in the manu- 





FLEXING 








facture of fine quality wire and cable to produce this 
exceptional new cord. 


Every fault uncovered by the exhaustive two-year 
testing was tackled and solved. 


Tested and proved. The new U. S. Royal Master 
was then tested against all competitive cords—installed 
in outside plants for final on-the-job corroboration. 


U. S. Royal Master Cord proved itself to be 
unquestionably the finest cord you can buy! 
So superior, it gives almost double the service life of 
the average of competitive molded cords—actually 
gives you $1.88 in value for every cord dollar! 


Prove for yourself the phenomenal superiority of U. S. Royal Master. Write 
to address below for FREE descriptive booklet illustrating the superiority of the 
U.S. Royal Master Cord. And get in touch with your “U. S.” distributor today! 


RUBBER COMPAN Y 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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COMPARE 


LEW:-o -LOCK (evices on these 3 points... 


] 0 T A L ‘ TY PUSH—\URW_AND IT’S LEV-0-LOCKED 


LEV-0-LOCK devices are unexcelled. Leviton makes sure every 
part is made and quality-controlled within the plant. Most rigid 
tests and standards have to be met! Listed by UL and CSA. 


2. PERFORMANCE 


Outperforms all others on basis of actual laboratory tests. 
Sturdy phenolic stands up even in roughest applications. 
Receptacles feature double wiping contacts, made of heavy, 
wear-resistant phosphor bronze. Wiring is faster, simpler — extra 
large binding screws make it so! It’s easy to change over to 
LEV-0-LOCK devices. They’re interchangeable with other 
standard locking-types. 


PRICE 


Leviton buys huge quantities of the best in raw materials — 
then mass produces every component part of every product to 
precise Leviton standards . . . whether it’s small screws or 
metal plates. The result? LEV-0-LOCK is a truly precise, superior 
product — at a trim price that defies competition! 


Receptacle 


Why pay more when the best costs less? 


your best jobs are done with. 


Send for literature: Cord Connector 


LEVITON MANUFACTURING COMPANY + BROOKLYN 22, N. Y. 
Chicago, Los Angeles * Leviton (Canada) Limited, Montreal Available in 2, 3 and 4 wire Caps, 


For your wire needs, contact our subsidiary j 
AMERICAN INSULATED WIRE CORPORATION Connupiors a in 10 ond 20 
. ratings. 
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RACO OFFERS 





AEX.. 


ONLY 4 BARS ENA3LE YOU STOCK JUST 4 BARS 
TO INSTALL ANY DEPTH BOX INSTEAD OF 16 
WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


EXPANDED aie: le 
Eeeies 114"——>| 


EXPANDED cn HERE only four bars 
CLOSED 19%” —————>| provide 
i complete 
adjustment 


No, 923 


Ne, 921 


NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


Cd 


ALL-STEEL EQUIPMENT INC. Avrora thinis 
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No more on-the-job thread rusting worries 


with EXCLUSIVE 
gu TRC 


GALVANIZED . 
THREADS 


ON HOT-DIP 
GALVANIZED CONDUIT 


i= 


> 





Here’s the development which has meant a 





revolutionary step forward to contractors and 





plant engineers—Pittsburgh Standard’s exclu- 


sive new process of galvanizing threads on hot- 








dip galvanized conduit. Threads stay bright, 
clean, rust-free! 

With no rusting in storage or on the job, and no 
more expensive thread chasing, hours and dol- 
lars are saved. No wonder the men who use 
hot-dip galvanized conduit are switching to 
Pittsburgh Standard—here’s a bonus from our 
extraordinary new *Morrisville plant which 
dramatically shows why Pittsburgh Standard is 


the “Standard of the Trade.” 


Why not try it, and see for yourself? 


Famous “Standard of the Trade” Products 


RIGID STEEL CONDUIT 
All Finishes 


ELECTRICAL METALLIC TUBING 
ELBOWS * COUPLINGS ° FITTINGS 
PLANTS AT MORRISVILLE & ETNA, PA 


*Galvanized threads on all sizes from the Morrisville 
plant, and on sizes 2-in. and larger from the Etna plant. WHOLESALERS IN PRINCIPAL CITIES 
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NEWS FOR THE INDUSTRY 





NEMA Looks at the Next Five Years 


Speakers at the annual convention forecast multi-billion- 
dollar sales, see eight additional new appliances in every 
home, look to an additional billion dollar market for AW 


ATLANTIC CITY, N. J.—The future 
growth of the industry and the key 
roles its various divisions will take in 
this growth were outlined at the recent 
convention of the National Electrical 
Manufacturers Assn. Here are the 
boiled-down statistics as expressed by 
the speakers 

e Double Power Consumption— 
J. M. McKibbin, Westinghouse vice 
president, consumer products, told his 
listeners: “The appliance industry can 
sell 428,000,000 electric home appli- 
ances in the next five years.” 

He asserted the industry has the 
capacity to produce that volume and 
has the sales ability to put those appli- 
inces in American homes 

The electrical industry, Mr. McKib- 
bin said, is well underway to doubling 
the kilowatt-hour consumption over 
the next 10-year span, just as it has 
past 10 years. If this 
is so, he 1963 there can 
be an average use of 5,000 kilowatt 
hours per home per year. He con- 
cluded there will be an average of 
eight additional new electric appli- 
ances—not including replacements— 
sold to every home in the country 
during the next five years 
Market — W. V. 
O’Brien, vice president, apparatus 
sales division, General Electric Co., 
stated that the conservative, reliable 
industry market forecast groups esti- 
mate the new appliances represent $2 
billion in apparatus sales opportuni- 
ties just to take care of the appliance 
load. He pointed out that the $2 bil- 
lion figure does not reflect the added 
sales opportunities which the manu- 
facturing and industrial growth of the 
industry would add to this figure. 

With estimated sales of 4 million 
toasters, this load alone will require 
the equivalent of 2,400 24-KVA dis- 
tribution transforméts that will have 
to be made, sold and installed together 
with several million dollars worth of 


done in the 
said, in 


e Apparatus 


generation and transmission equip 
ment 

e Adequate Wiring—Lester E. Bar 
rett, president, Barrett Electrical Sup 
ply Co., St. Louis, Mo., and president, 
National Association of Electrical Dis 
tributors, spoke as chairman of the 
plan National 
Wiring Bureau 


“The residential market,’ Mr. Bar 


committee, Adequate 


rett pointed out, “is an 
wiring and materials market as well 
as an appliance market. To adequately 
wire the 25 million homes in America 
that need it today will call for $21 
billion of electrical materials in the 
next five years. And if industry builds 
its goal of five million homes in the 
next five years, the adequate wiring of 
those homes will give us an additional 
billion dollar market.” 

Mr. Barrett concluded that the sales 
potential figures were valid simply to 
handle the present appliance and 
equipment load—and does not include 
the added load from the 428 million 
new appliances. 


equ ipment, 


Albert F Metz 


Metz Elected President 


CITY, N.] Albert I 
elected president of the 


Manutacturers As 


ATLANTIC 
Metz 
National 


sociation for 


was 
Electrical 
at last 


Metz 


executive 


1 
iys5* 


month's an 


nual meeting. Mr chairman ot 


the board and chief othcer 
of The Okonite Co 
of NEMA for the past two years. He 


H. Jewell, vice president 


had been treasurer 


succeeds J. 
of sales, Westinghouse Electric Corp 

NEMA presi- 
dents: W 
Co.; F. Loock, president, Allen Brad- 
ley Co.; J. J. Mullen, Jr., president, 
Moloney Electric Co.; B. C. Neece, 
president, Landers, Frary & Clark; and 
W. V. O'Brien, vice president and 
general manager, apparatus sales di 
vision, General Electric Co 


also elected as vice 


Elliott, president, Elliott 


(See Additional News on page 99) 





NEW SWITCHGEAR PLANT of the Federal Pacific Electric Co 


is located at 


Scranton, Pa. In limited production for several months, it was officially 
opened on November 12. The plant has 132,000 sq. ft. of space with an 
adjacent administration and research building of 30,000 sq. ft. The facili- 
ties mynclude indoor shipping and receiving quarters plus its own railroad 
siding. Federal Pacific reports that the plant will soon go into full production 
of high and low voltage electrical distribution and control equipment. 
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when your customers have to Cut, Ream or Thread Conduit 
troleum and petroleum products are 


| 
ut Ww | Your Industrial Customers’ 
Spending Plans for 1955 
| (Continued from page 45) 
| 
| $3,473 million. Capital expenditures 
for refining and transportation of pe- 

5 Mii expected to decline. 
bela Present plans call for a reduction of 
i x 18 per cent in capital expenditures in 
mining. The decline is mainly in coal 


mining—where planned investment is 
400A Power Drive off 40 per cent, to $121 million. Capi- 
tal spending for iron mining, other 
than taconite, is expected to decline 
by 13 per cent. Companies are putting 
more of their investment into taconite 
developments and iron ore develop- 
ments outside the United States. (No 
figures on these are yet available. ) 

In nonferrous mining, where ex- 
penditures dropped sharply in 1954 
present plans call for spending 17 per 
cent more next year. This may reflect 
more favored tax treatment, as well as 
improving market conditions, and a 
special factor in the uranium boom. 
e Cut in Railroads — Railroads, 
which cut capital spending sharply in 
1954, expect to reduce it by another 
10 per cent in 1955, to $769 million 
Other transportation,and communica- 
tions industries—shipping, trucking, 
airlines, telephones—also expect a cut 
of 10 per cent, to $2,640 million. The 
electric and gas utilities plan a small 


) 


reduction of 2 per cent in their out- 


Fast-Selling bargain in lays for new plants and equipment in 
955 
" 1955. 
eP ic ency The McGraw-Hill survey does not 
regularly cover the majority of com- 
The amazing new chuck on this 400A is not just another hammer mercial establishments which account 


. . > . ‘ ™ 4 ) > arte ; ; >S d 
chuck. It operates on a new principle of gripping conduit, pipe for almost one quarter of business 
capital expenditures as reported by the 


and rod. Guaranteed to hold any kind of pipe securely both ways, “of 
‘ : United States Department of Com- 


forward or reverse. No slipping, even in driving geared tools. merce. However. this vear a limited 
Extra easy to operate: close jaws on work with hand wheel, sock sample of major chain and department 
lightly — motor action makes it grip tighter; releases easily by turn stores was included on a trial basis. 
of hand wheel. Thousands of these efficient, powerful, durable The result indicates that their capital 
units in use everywhere. It pays you to sell this ‘“‘most-service-for- expenditures will be substantially in- 
the-money”’— the new RttzafD 400A .. . write us today! (No. 400 creased in 1955 over the 1954 level 
with lathe-type chuck aiso available.) ; Because the sample Aes small, this 

figure has not been included in the 
over-all statistics presented in this re- 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U.S.A. 


port. But it can be regarded as a 
favorable element 

e End of Decline in Sight?—Re- 
sults of the survey indicate that capi- 





tal spending by manufacturing compa- 
nies may level off in 1955, ending the 
decline that started late in 1953. The 
majority of manufacturing companies 
—57 per cent—now expect that they 
will spend about as much for new 
plants and equipment in 1956 as in 
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1955. The number of companies that 
expect to increase capital spending in 
1956, 21 per cent, is about the same 
as the number that expect to cut it, 
22 per cent. 

Plans for 1956 are, of course, highly 
tentative. But past surveys have indi- 
cated that companies are inclined to 
underestimate their capital spending 
for more than one year in advance, so 
the response to this survey is dis- 
tinctly favorable to the prospect of 
capital spending by manufacturers at 
a level at least as high in 1956 as in 
1955. 

A somewhat larger proportion of 
companies in non-manufacturing in- 
dustries currently expect to cut their 
capital spending in 1956. About 25 
per cent of companies in the mining 
business think that they will reduce 
capital spending in 1956, while 16 
per cent expect to increase it. 

About one-half the railroads and 57 
per cent of the other transportation 
and communications companies now 
think they will reduce capital spending 
in 1956. But as many petroleum com- 
panies expect to increase as cut it 
Taking all industry together, more 
than one-half—55 per cent—of com- 
panies now expect to spend about as 
much for new plants and equipment 
in 1956 as in 1955, while 21 per cent 
expect to increase capital spending 
and 24 per cent to cut it down. 

e Optimism on Sales—Companies in 
almost all industries are optimistic 
about their sales prospects for next 
year. In manufacturing, a very large 
number of companies—66 per cent— 
expect their sales to pick up in 1955; 
and only 8 per cent think that they 
will decline. In the paper and rubber 
industries, more than 90 per cent of 
companies expect an increase in sales. 
Of all the major industries surveyed, 
only in transportation equipment, ma- 
chinery and steel did less than one-half 
of the companies expect a sales pickup, 
and only in transportation equipment 
did more than one-quarter (28 per 
cent) think that sales would decline 
next year. 

nditures reported in this sur- 
vey have been reclassified in order to: 

1. Group similar industries together 
—e.g., the chemical processing indus- 
tries, the metalworking industri 

Produce a mining figure which 
does not (like the official government 
figure) include oil well drilling, but 
which does include most of the mining 
expenditures by manufacturing com- 
panies. Previous statistics have classi- 
fied expenditures for mining done by 
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LO 7 SIZES 


#1000 MCM — #14 





SLU 11 SIZES 





TERMINAL BLOCKS 


XT 6 SIZES 


# 500 MCM — #14 
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CAN NEUTRAL 


60, 100 & 200 AMPS. 


VT 6 SIZES 


# 600 MCM — #14 





FUSE CLIPS 


MANY SIZES AND TYPES 





3 SIZES 


#500 MCM — #6 





WRITE FOR 


Texte) 5646 PUP Sate a 


80-PAGE CATALOG 


CINCINNATI 27, OHIO 





Send for your copies Now! 


Yes, when you send for these 
bulletins on popular “Buffalo” 
Fans, you are taking the first step 
to real profits! The brand-new 
line of “Buffalo” NV-Breezos, 
Heavy-Duty Propeller Fans and 
Belt-Air Fans have been selling 
even better than their predeces- 
sors which led the field for many 
years. They blanket a capacity 
range from 500 cfm to 250,000 
cfm, enough for almost any ven- 
tilating application you could 
name. New Breez-Air Attic Fans 
and Breez-Pac Attic Fan Pack- 
ages, and “E” Blowers-Exhausters 
will round out your line for a 
very profitable 1955. Write to- 
day—specifying Bulletins 3865, 
F3790, FM-10 and FM-900. 


Ni 
{ 
t 


if 
f 


HEL Hie aye 7 
Pe tye he 
Hy Hil fil 


BUFFALO FORGE COMPANY 


214 Mortimer St. 


Buffalo, N. Y. 


PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


Panel Breezo Fans 
Breez-Air Attic Fans 


Belted Vent Sets 
“L” Breezo Fans 


Belt-Air Fans 
“NV Breezo Fans 





manufacturing companies under manu- 
facturing; here they are included, 
wherever possible, under mining. 

3. Produce a petroleum figure that 
covers the entire petroleum industry. 
The base statistics for this figure were 
supplied by the Petroleum Department 
of the Chase National Bank. 

As a result of these reclassifications, 
the dollar estimates reported in this 
survey are im most cases not compar- 
able with statistics on capital spending 
reported by the Department of Com- 
merce, nor are they comparable with 
dollar totals reported in past McGraw- 
Hill surveys 
e About the Survey—The survey 
made by the McGraw-Hill Department 
of Economics is based on industry's 
replies to a questionnaire mailed at 
the end of September and beginning 
of October. Replies were received 
throughout the month of October, and 
thus represent industry's planning at 
that time of the year. The survey 
covers all industry except trade, fi- 
nance, construction and service, all of 
which are included in the estimates 
of capital spending published by the 
United States Department of Com- 
merce. Capital spending reported in 
the survey investments 
within the continental United States. 

Companies that participate in the 
survey are usually the larger compa- 
nies in their industry, and this fact 
may affect the results of the survey. 
This year, however, the survey included 
a substantially increased number of 
relatively small 


covers only 


medium-sized and 
firms. 

Companies cooperating in the sur- 
vey employ more than 60 per cent of 
all. workers in the group of industries 
where capital spending is highest. 
Coverage in other industries is not so 
complete, but companies are carefully 
chosen to represent an accurate cross 
section of their industry. Companies 
in the survey employ between one- 
quarter and one-third of all the work- 
ers in industry. 





AW Gets a Local Push 


(Continued from page 47) 





has distributed them to contractors 
and dealers for display purposes. 
“We want to use this promotion as 
a first step,” James Newton told the 
group. The plan is to present the 
Look and AW story along with a 
movie, “The Magic Link,” produced 
by Consolidated Edison, to dealers and 
contractors at small dinner meetings. 
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e Their Aim in AW—After months 
of thinking and planning, the New- 
tons have come to some clear con- 
clusions about their local AW role. 


“Our eventual aim is to stimulate 


the forming of an industry group,” 
John Newton explains. “Adequate 
wiring is a major industry problem 
today, and we think a local group can 
turn talk into real action. We don't 
think it matters so much what you 
call this organization—league or ade 

quate wiring bureau. But we are care 
ful to keep the tail from wagging the 
dog. We lead, yes, but not too fast 

“At the same time,” James Newton 
adds, “we know that the utilities, to 
pick one group, are asking for leader 
ship. We want to provide all 
spark we can, but we can’t get ahead 
of everyone else.’ 

The reason for the Newtons’ local 
leadership is equally clear, and it 
hinges on the firm’s reputation 

There’s more at stake than the 
conduit and fittings, the appliances 
and lighting Oakes can sell,” John 
Newton, Jr., says. “In getting behind 
adequate wiring, we're making friends 
and contacts. There’s business in that 
We've had '69 electrical years’ so far 
in Holyoke and we look forward to 
at least that many more. We give 
service every day; now we're helping 
the local industry people in a larger 
sense.” 





NEWS 


(Continued from page 95) 








Group Stresses Wholesaler 
Role in Farm Sales 
SCHENECTADY, N. Y The 
wholesaler’s role in exploiting the farm 
market—estimated at 160 million 
pieces of equipment in the next five 
years—was brought sharply into focus 
at the ninth annual National Farm 
Electrification Conference, Nov. 18-19. 
“Good promotion tie-ins between 
distributors and utilities can step up 
sales of motor for hay and grain dry- 
ers. The same goes for selling any ap- 


pliances or electric equipment to the | 


farmer.” This statement, by J. R. Cobb, 
Power Sales Manager, Frigidaire divi- 
sion of General Motors Co., under- 
lined the importance of wholesalers in 
the farm sales field. 

Organized to stress the farm market 
through education, the conference is 
sponsored by 26 trade groups, includ- 
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profits from your wire and cable 
department, stock and sell 
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ALARM AND SIGNAL WIRES 
ANNUNCIATOR CABLE “ 


MACHINE TOOL, CONTROL AND WNDERWRITERS’ LISTED ARMORED 
SWITCHBOARD WIRE THERMOSTAT CABLE 


MINE SERVICE WIRES AND CABLES ARMORED BUSHED LEADED CABLE 
PARALLEAD TV LEAD-IN WIRES OlL BURNER IGNITION CABLE 


ARMORED GROUND WIRE NEON SIGN CABLE 
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IN THE SHIPMENT OF 
SOUTHERN WOOD SCREWS 
IT MAY BE 

FIVE MINUTES! 


At Southern Screw Company pack- 
aged wood screws, alone, fill nearly 
two miles of 24-inch shelves in a 
plant with plenty of room for direct 
contact between truck and shelves. 


This tremendous stock in widest 
range of sizes has made possible a 
record of five minutes between re- 
ceipt and shipment of order. 


Southern Phillips and slotted Wood 
Screws come in flat, round and oval 
in steel, brass, silicon bronze, alumi- 
num, stainless steel and all popular 
plated finishes. Slotted Steel Stove 
Bolts in round and flat head styles. 


Samples and wood screw catalog 
free upon request. Box 1360-Z 


SCREW COMPANY 


STATESVILLE NORTH CAROLINA 


WOOD SCREWS + STOVE BOLTS - MACHINE SCREWS 


TAPPING SCREWS - HANGER BOLTS 


ing the National Association of Elec- 
trical Distributors. Among the 100-plus 
representatives attending the 1954 con- 
ference were those of private and pub- 
lic utilities, farm equipment and elec- 
trical manufacturers, dealers, farmer 
groups and the Federal Extension Serv- 


ice. 

Much emphasis at the conference 
was put on the new Inter-Industry 
Farm Electric Utilization Council. Or- 
ganized last March, the council has a 
membership similar to the conference 
but is commercial in its approach to 
farm selling. It is sponsored by the 
Rural Electrification Administration, 
private utilities and manufacturers. 

Conference speakers reiterated the 
fact that while over 90 per cent of the 
nation’s farms are wired, only a small 
percentage are using appliances and 
electrical equipment as widely as urban 
dwellers. 

“Perhaps farms have been fully 
mechanized in the last decades, but 
they haven't been electrified,” declared 
Stanley Andrews, Michigan State Col- 
lege. He added that there were 400 dif- 
ferent uses for electricity on the farm, 
and that “200 remain to be really sold 

Several speakers agreed that a new 
approach is needed in selling farmers, 
and emphasized that the wholesaler had 


a role in creating this approach. 

James Keenan, a Dover, N. H., ap- 
pliance dealer, told a panel discussion 
on dealer sales and service that the 
small dealers need more help. You can't 
sell farmers with the same techniques 
used in the cities. You almost have to 
sell door-to-door and you have to dem- 
onstrate and provide lots of service. 
And the dealer has to work as a mem- 
ber of the community 

“What is needed,” the dealer con 
tinued, “is a readjustment in thinking 
Dealers should get special compensa- 
tion to cover the extra sales mileage 
and service expense. Both distributors 
and dealers might add farm sales spe- 
cialists.” 

R. M. Thomann, editor of Farm 
Equipment Retailing, complained that 
there was “no such animal as a ‘farm 
electrical equipment dealer.’ The rea- 
son is that many manufacturers are 
ignoring normal sales channels. Too 
many dealers stock electric motors; so 
why should farm equipment dealers? 

Other speakers took a different view. 
A. W. Farrall of Michigan State Col 
lege noted that “many farm equipment 
distributors are better off lately carry- 
ing electrical sidelines.” 


. ' New York, N. Y. . Chicago, til. 
FACTORY WAREHOUSES: * Los Angeles, Cal. . Dallas, Texas 


Hobart Beresford of Iowa State Col- 
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lege told the conference, “The rewir- 
ing for our model electric farms has 
run $800-1000 per farm. That in- 
cluded, usually, centralizing the trans- 
former and adding necessary lines.” 

Beresford also discussed equipment 
which experimentation has proved val- 
uable and that farmers are now install- 
ing: silage unloaders, heat lamps, stock 
waterers, automatic feeding units, and 
grain and hay drying units. “They take 
electrical supplies—especially motors,” 
he added. 

Wiring suppliers are among the 
most active members of the lowa Farm 
Electrification Council, Beresford com- 
mented. They help with meetings and 
publicity, and do spadework with deal- 
ers on farm sales. 

Iowa's council is one of 40 now be- 
ing organized as off-shoots of the Inter- 
Industry Farm Electrical Utilization 
Council. Distributors were urged to 
contact and help their state councils 
by W. D. Hemker, Westinghouse Elec- 
tric Corp. agricultural engineer, who 
said the groups would get nowhere un- 
less there was strong local participa- 
tion. 

The conference, under the leadership 
of its steering committee, is contem- 
plating operation on a year-round basis. 
A four-man task group was named to 
report in April on possible activities in 
market research, performance stand- 
ards, sales education and state organi- 





zations 


Anaconda W & C 
Announces Changes 
NEW YORK, NY.- 
Wire & Cable Co 


a number of executive, sales and pro 


Anaconda 
recently announced 


duction personnel changes 
David E. Allen 


in charge of 


iS now vVICC pres! 


/ Charles H 


dent sales 


D. E. Allen C. H. Porter 


Porter and Maurice J. McCarthy have 


been named commercial vice 


dents. L. R. Love, formerly vice presi- 


presi- 


dent in charge of sales, remains as 
vice president of the company, accord- 
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create a 
buy here! 


atmosphere with new 


Gut Ba gic ite, f 


Louv 


wth GRATELITE™ 


the magic combination of architectural 
beauty and sales-building lighting for 
contemporary store interiors. 


GUTH MAGIC-LITE is well-shielded by 
a GRATELITE Louver-Diffuser. It 
transforms the direct light into softly 
flattering illumination, essential for 
good merchandising. 


ORIGINAL COST—-LOW UPKEEP COST 
Uses least expensive lamps — GrateLite 
Louvers are cleaned in 2 minutes. 


Low 


* Trademark 
*°U.S. & Can. Pats. Pend 


Trademark Registered VERSATILE 


Mount singly or in patterns. Recess 
or surface. 24” or 12” square sizes. 


new 


THE EDWIN F. GUTH CO. ST. LOUIS 3, 0. 
teadore m Lighturg jace 1902 





ing to H. Donn Keresey, president. 
Mr. Love acts in an advisory Capacity 


altrobe [i m0 


ail-lelateel il ugeteltla rs 


FULLMAN L 





V. di Lustro M. J. McCarthy 


sou Bio 
[eee 


“Latrobe” Floor Boxes and Wiring 

Specialties offer real economy in , 

PNORIULSe-W-18 installation and replacement costs. | Mr. Allen has made known the fol- 

WATERTIGHT Their unique design, free of un- | lowing changes in Anaconda’s sales de- 

FLOOR BOXES necessary parts, mean quicker in- partment. New sales manager for the 

stallation and longer service. | company is H. V. Van Valkenburg, 
formerly head of district sales in Chi- 
cago. His offices are now in New 
York 

C. B. Peck, Jr., is manager of indus- 

trial sales. J. L. Tindale is manager of 
utility sales. H. E. West is now man- 
ager of contractor sales. A. W. Koch 


ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 


, continues as manager of magnet wire 

NOZZtEs AND ig ” Bag | sales. Dan Mancini has been appointed 

id Kole) BOX 77 administrative assistant. Ernest B. Mil- 

ACCESSORIES 4 | ler, Jr., has been named district man- 

ADJUSTABLE—WATERTIGHT } ager for the Chicago sales district 

WEGge BOXES | John N. Ratcliff, Jr., is manager of 

All “Latrobe” Adjustable boxes are now | the Houston sales district, succeeding 

equipped with a positive electrical bond- Mr. Miller. 

ing wire, which makes them fire-proof. : ; 

yTLeT® Come in single, two, three and four Victor di Lustro has been appointed 

ity Oo gang types. general manager of all mills of the 

company. C. F. Randall has been 

| named manager of production plan- 

INSULATOR : ae nee aes | ning. Mr. Randall’s position is new 

SUPPORTS OP a? a4 | to the firm. It is said the position was 

2 a ey | necessitated by the increasing im- 


auele), JUNCTION 
BOXES 


UI 


Py Vg conou" — portance of customer delivery and 
pire ANGER? 


service 


ARMORED _ | New Distributor Policy 


CABLE SUPPORTS is a | For Electrical Tapes 
PIPE OR CONDUIT HANGER PASSAIC, N.J.—The tape depart- 
CABLE CLIPS Sturdy and dependable for hanging pipe ment of The Okonite Co. has insti- 
to conduit 12”, 34”, and 1” to steel tuted what it says is a completely new 
beams up to 34” thick. Larger sizes for , 
lemer pine distributor policy—new not only to 
STAPLES Okonite, but to the tape industry. The 
Sold only thru Wholesalers new policy went into effect in Octo- 

: P ber 

”~ wire a ne a eae All Okonite electrical tapes (Oko- 
nite, Manson, Okoprene and Okolite, 
as well as Panther and Dragon tapes) 


FS 


wa will be sold exclusively through se- 





lected distributors 
. Sd ? + ’ ee : 
Hullman Mar > 2 J (J [he company stated that, “Basic to 
AY An ulactut 11t¢ -O. this policy is a liberal Distributor Plan 
1209-1215 JEFFERSON STREET which provides increased profit mar- 


LATROBE. ok gins, protection against loss through 


price changes, obsolescence and inven- 
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tory problems, as well as the total 
elimination of direct sales. Stepped-up 
sales promotion and advertising cam- 
paigns are further features of Oko- 
nite’s modernized Distributor Plan.” 

Other features of the plan are new 
unit packages of the various tapes as 
well as a single, concise price sheet 
covering all materials. 


Michigan Wholesaler 
Expands Operations 


GRAND RAPIDS, MICH. — The 
Electric Supply Co. recently began op- 
erations in its newly acquired building 
at 431 Bond Ave., N.W., in this city. 

The four-story structure has an area 
of 50,000 sq. ft, which is twice the 
space of the former building. A special 
feature is a series of showrooms on 
the second floor. This section is used 
to display all types of residential light- 
ing fixtures. The first floor is used for 
commercial and industrial supplies 
Business and executive offices are also 
located on the first floor. The top 
floors are utilized for warehousing 
facilities. The building was formerly 


used by a furniture company 


J. M. March New President 
Of Seamans Supply Co. 


MANCHESTER, N.H.—Joseph M 
March is the new president of Sea- 
mans Supply Co. The announcement 
of his appointment was made by Rob- 
ert W. Seamans, treasurer, and former 
president of the firm 

Mr. March, a resident of Manches 
ter for 20 years and in the electrical 
wholesale field for more than 25 years, 
joined Seamans Supply when it was 
organized in 1946. First as its sole 
representative, then sales manager and 
later general manager, Mr. March has 
participated in the growth of the com- 


Joseph M. March 


pany to its present position with 15 
employees and 500 active customers 
in New Hampshire and Vermont 
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ANNOUNCING THE NEW 


HUBBELL 


alternating 
current 


20 Amperes 
120-277 volts 


Catalog No. 1221 





ONLY HUBBELL 
TOPPER SWITCHES 
COMBINE ALL THESE FEATURES 


® Shallow size 


Wee 


\ 


Now available in 
both 15 and 20-amp. 
ratings. 


Meets the need for a 
quiet, yet dependable, 
long-life AC switch to 
withstand the inductive 
load characteristics of 
fluorescent systems. 


QUIET 


operation 





19MHS4 





Topper switches are 
shallower—take up 
less room 

Quiet operation 
(without mercury) 
Large, fine silver 
contacts 

Operates in any 
position 

Upset binding screws 


® Long life at full 


rated loads 

Back and side 

wiring utility 
Convenient strip gage 


Easy-to-find back 
wiring entry holes 





See Your Electrical 
Distributor. 


WIRING 


HARVEY 


Note red top for 
easy identification 
of Topper 20-amp. 


A Switch Designed for the Purpose 

. . « to control large inductive circuits at 
full rated capacity. This means that amp 
for amp. Topper controls more fluorescent 
fixtures than outmoded switches. It also 
means that larger areas can be controlled 
with one switch, and that heavier circuits 
can be run and fewer of them, resulting in 
lower material and labor costs. 


Write today for free Topper folder 


TOPPER AC SWITCHES 


15-AMP, 20-AMP. 





ngle e 
DP 
dovbie pole 
w 
3-woy 


aw 


Pelt 1204 1224 


Available in brown ond ivory, 


HUBBELL, Inc. 


DEPT. D 


BRIDGEPORT, CONNECTICUT 





Type SE-U 
Entrance Cable 


Type RR ; 
Direct Burial rH Type RH 
/ Building Wire 


Fon Profit Keer 


Collyer 


On Uoun Gighbs 


a f J 
ae SY, 


Collyer quality insures customer satis- 
faction and repeat business aplenty. 
For details on the profit line of wires 
and cables — the Collyer line — ask 
us for samples and price information, 


4 


vA 


COLLYER INSULATED WIRE CO., 245 ROOSEVELT AVENUE, PAWTUCKET, R. I. 


104 





CALENDAR OF EVENTS 











National Retail Show 
Store Modernization Institute 
Ist Show 
Madison Square Garden 
January 7-11, 195‘ 
Fixturing and equipment exhibits 


Nat'l. Appliance and Radio-TV Dealers 
Assn. 
1955 Convention 
Conrad Hilton Hotel 
Chicago, III 
January 9-11, 1955 
Exhibits, meetings 


National Assn. of Electrical Distributors 
Meeting of Appliance Division 
Conrad Hilton Hotel 
Chicago, Ill 
Jan. 12-14 


National Housewares Mfgrs.’ Assn. 
Winter Housewares Show 
Navy Pier 
Chicago, Hl 
January 13-20, 1955 
Exhibits, conferences 


Nat'l. Assn. of Home Builders 
Chicago, IIl 
January 16-20, 1955 
Conferences, exhibits 





Southeastern Electrical Wholesalers 
Fifth Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga. 
Febuary 3-4, 1955 
Panel discussions, speakers, meetings, 
Board of governors Febuary 2nd 


Missouri Valley Electric Assn 
Ind’r’l. Sales Conterence 
President Hotel 
Kansas City, Mo 
February 3-4, 1955 
Meetings, speakers 


Essex Electrical League 
Oth Electrical Industrial Exposition 
Olympic Park 
Newark, N. J 
March 8-10, 1955 
Exhibits 


Southeastern Electrical Exchange 
22nd Annual Meeting 
Boca Raton Hotel 
Boca Raton, Fla. 
March 21-23, 1955 
Conference 


Chicago Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, IIL. 
May 10-12, 1955 
Exhibits limited to products in electri 
cal construction, industrial, industrial 
lighting and industrial appliance fields 


NATIONAL ASSOCIATION OF ELEC- 

TRICAL DISTRIBUTORS 

47th Annual Convention 

Conrad Hilton Hotel 

Chicago, III. 

May 22-25, 1955 

Speakers, committee meetings, panels, 
conference booths, awards 
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PEOPLE IN THE NEWS 











Ralph E. Ogden, president, Star 
Expansion Bolt Co., Inc. has an- 
nounced the appointment of Harry 
Fox as vce president in charge of 


sales 


John A. Sullivan has been elected 
president of Tuttle & Kift, Inc., Chi- 
cago, Ferrod Manufacturing Co., Ba- 
tavia, Ill. and Ferro Electric Products, 
Inc., Kirkland, Ill. The firms are whol- 
ly owned subsidiaries of the Ferro 
Corp., Cleveland, Ohio. Mr. Sullivan 
replaces C. D. Clawson, president of 
the Ferro Corp., who has assumed 
full-time duties as president of the 
parent corporation. 


John C. Kaufman is the fourth 
product manager for the Thomas & 
Betts Co. The other three were named 
earlier in the year. Mr. Kaufman 
supervises sales and application of 
cast solderless mechanical and com- 
pression connectors for industrial uses. 
He serves original equipment manu- 
facturers, plant maintenance and con- 
struction men and contractors. 


E. A. Williams is manager of the 
eastern switchgear division of the 
Federal Pacific Electric Co. His head- 
quarters are in Scranton, Pa. 


Chalmer J. Carothers, Jr., is sales 
manager-special products, for the 
lighting division of Sylvania Electric 
Products Inc. 


Gerald M. Marks is Chicago area 
district manager for the Electro Silv- 
A-King Corp. 


J. H. Davidson is district manager 
of che New York, New Jersey, Con- 
necticut area for The Mitchell Manu- 
facturing Co. 


Oliver C. Westberg succeeds Carl 
O. Martin as Pacific Coast division 
manager for the Benjamin Electric 
Manufacturing Co. 


A. C. Scott, vice president in charge 
of sales, Apex Electrical Manufactur- 
ing Co. Cleveland, has announced 
three appointments in the organiza- 
tion. They are: T. B. Fitzgerald, di- 
rector of sales training; Roy E. 
Nicholson, Cleveland division sales 
manager; George E. Cashman, dis- 
trict sales manager in the Boston area. 


Elmer Dvorak, formerly vice presi- 
dent, Camfield Manufacturing Co., has 
resigned his post to enter his own 
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You can’t buy 


a BETTER 
wirehoider 


Smooth “Pulley-action™ 
Wireway Prevents Conductor 
Chafing 


Extra Sturdy Solid 
Rivet 


Large 1'’ x 7/8’’ Hole 


Heavy Stee! Cup-base and 
Yoke—A single steel stamping 


Two Holes in Base Assure 
Effective Drainage 


No. 22 x 2%'' Screw 
A bled Solidly and 
Rigidly to Metal Base 





Extra Sharp Threads and 
Quick-Starting Point make 
Driving Easy 


an Ge ~) er 
No, 2061-C 

Convenient Cartons of 

Ten Wireholders. DURABLE, DEPENDABLE 


Real Carrying 
Handles! 





When you want Quality and Per- extra sharp, lubricated for ease 
formance in a wireholder, choose of installation. Larger, pulley- 
Porcelain Products’ No. 1986! action wire hole—for easy instal- 
You just can’t buy a better, more lation of large wire sizes—prevent 
dependable wireholder! Porcelain conductor chafing. 

Products’ No. 1986 wireholder These EXTRA features—plas— 
is made with strong, sturdy con- Porcelain Products’ ‘Quality 
struction — metal in tension — Line’ reputation—a byword for 
porcelain in compression . . . for generations, make the No. 1986 
customer satisfaction. Steel parts, wireholder the one to specify 
including the screw, are hot-dip where you must discriminate... 
galvanized—screw threads are be quality conscious. 


Puality You Can Trust 


60 , ee ee SINCE 1894 
CO parcelaiin Products, lac: 


FINDLAY, OHIO 





Kay installation of public address, intercom and 
sound systems 
(2) production, maintenance and repair of elec- 
tronic equipment 


It’s easy—and you have no investment! Alpha 
backs you with the GREATEST NUMBER of IN 
STOCK wire items in the industry . . . no order 
too large or too small . . . shipment within 24 
hours . . . drop shipments if required . . . special 
wire constructions ... EVERY ITEM you need to 
penetrate this lucrative electronic market. 


Write now for your 28-page Alpha 
Electrical Wholesaler Catalog 
EW-12, which includes your 

cost sheet. 


e 785 wire items 

e 56 illustrations 

® complete easy-to-read 
specs 


@ unique litem 
Identification Chart “x 





First in Quality Wire for over 30 years 


ALPHA WIRE coer. 








business enterprise. Russell E. Sut- 
cliffe, who has been with the firm 
prior to the new management, has 
been made director of sales. The com- 
pany is located in Grand Haven, Mich. 


Robert L. Kleinfeld is eastern re- 
gional sales manager for the Sylvania 
photolamp department. He replaces 
Henry W. Jones, who is now photo 
lamp merchandising manager 


James W. (Jim) Dembeck is now 
with Buchanan Electrical Products 
Corp., Hillside, N.J., as customer serv- 
ice supervisor. Mr. Dembeck was pre- 
viously with Thomas & Betts Co., 


Elizabeth, N.] 


Kenneth Carr is western divisional 
sales manager, Amplex Corp., Brook- 
lyn, N.Y. He is under the direct super- 
vision of W. R. Freeman, vice pres 


dent in charge of sales 


John M.Tuthill, formerly assistant 
general manager of sales for The 
Youngstown Sheet and Tube Co., is 
now general manager of sales. He is 
located in the company’s Youngstown 
office. John P. DeHetre succeeds Mr 
Tuthill in the Chicago ofhce 


Walter F. Hugger has been named 
general sales manager of the Electro- 
Technical Products division, Sun 
Chemical Corp. He has been with 


Electro five years, most recently in 
charge of insulating materials sales. 
His headquarters will be in Nutley, 


N. J | 


Roy Laatsch has been appointed 
district sales manager for the Chicago 
division of the O. A. Sutton Corp 


JOHN D. O'BRIEN, vice president in 
charge of sales, Jefferson Electric Co., 
Bellwood, Iil., has announced his res- 
ignation. During the past four years, 
Mr. O’Brien doubled as sales manager 
of the nmsumer and industrial divi- 
sion re als ipervised the com- 
pany’s entry into the consumer goods 
field 
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OBITUARIES 











Warren I. Bickford 


Warren I. Bickford, retired district 
manager of the Westinghouse Electric 
Supply Co., died in his home at Hyan- 
nis, Mass., on November 15th. He had 
celebrated his 75th birthday two days 
earlier. 

Mr. Bickford was a former vice 
chairman of the executive committee 


Warren |. Bickford 


of the National Electrical Wholesalers 
Assn., now known as the National 
Association of Electrical Distributors 
He was also a member of the execu- 
tive committee of the Westinghouse 
Agent Jobbers Assn 

Mr. Bickford became associated in 
1903 with the Iron City Engineering 
Co., Pittsburgh, as a sales engineer 
He had graduated from M.LT. in 1901. 
He was secretary and treasurer of Iron 
City Electric Co. from 1904 to 1909 
when it was incorporated to take over 
the wholesale electric supply business 
of the Iron City Engineering Co. The 
firm was purchased by Wesco on 
March Ist, 1939. 

While in Pittsburgh, Mr. Bickford 
had been on the board of directors of 
the Electric League of Western Penn- 
sylvania. He was president of the 
league from 1926 to 1928 and from 
1937 to 1941. 

A native of Washington, D.C., Mr 
Bickford is survived by two daughters 
and six grandchildren. Services were 
held on November 17th at the Church 
of the Ascension in Pittsburgh 


Dawson J. Burns 

Dawson Jabez Burns, former presi 
dent of the Ward Leonard Electric 
Co., died on November 14th 

Mr. Burns, who was 76 years old 


represented Ward Leonard in business 


transactions with the armed forces in 
World War I and II. He played a 
major role in developing lighting and 
starting systems 
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stem mounted (open top) 
2-4 lomp, doutle stem 


hg 

The MARLOU “Halo” louvred ceiling fixture is recog- 
nized by the government, prominent architects and 
engineers, when stem mounted, as producing the finest 
overall illumination. It corresponds to Federal #362 
to *365 series, and due to its unique engineering design 
up light almost equals down light. Result—the very 
finest, diffused even light from one of America’s best 
designed fixtures. 

Complete installation of the MARLOU “Halo” Fixtures 
are being made in the Justice Department, Post Offices 
and many other Government departments. 


Specify the “Halo” Fixture for your Job. 


“Above All Else...MARLOU is Quality Lighting” 





f 


flush type (closed top) 
2-4 lamp a 


Write For Complete 
MARLOU Catalog 


A comp-ete line of lighting fixtures 
for Fluorescent, Slimline and Cold 
Cathode tights. 


lights, inc. 


General Offices and Factory 
FANWOOD, NEW JERSEY 


Some select territories open to recognized Manufacturers Agents 








For a Quick Way 
to Hang Fluorescent Fixtures 


for YOU 
in 
the PAINE line 
of Hanging 
and Fastening 
Devices: 


Saves you time, 
inventory and 
freight costs. 


for flush-to-ceiling 
fixtures 


and job-right 
design make 
satisfied users. 


bolts 


~~ Strong, color- 
ful cartons, 
clearly labelled. 


stimulated with 
attention-getting 
ads like this > 


— also available with 
square and flat-head 


"King Size’’ 


TOGGLE BOLTS 


Style J 
for chain-hung 
fixtures 


Where hollow ceilings present a problem (e.g. steel 
ceiling in stores) Paine ‘‘King Size"’ 
are the answer. Their extra-wide wing spread — 
up to 4” — distributes weight and insures a tight, 
permanent fastening. Available with 10-24 or 1/4 
20 bolts in a range of lengths and styles. 


Toggle Bolts 


” 


Send for complete catalog 


the best craftsmen always take pAINE’s 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


8972-8974-8976 
Porcelain Enameled 
Yardlights 


ee SR CKSON Se 
<n. 


1026 





Weatherproof 
Seckets 


/ 


QUALITY 


No. 7111-6 


LIST PRICE $2.70 

@ For Poultry — Pigs — Lambs — Calves 
Complete with porcelain heat lamp socket — 
6-ft. heavy duty cords and plug — factory 
wired and assembled—individually packed— 


_ 12 to a standard package. 


Dozens of practical uses. 


® SEND FOR CATALOG 





* SOLD ONLY THRU 
WHOLESALERS 


JACKSON ELECTRICAL COMPANY © 


900-910 W. VAN BUREN STREET 


CHICAGO 7, ILLINOIS 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Camfield Manufacturing Co., Grand 


Haven, Mich., has made the following 
re-appointments: C. L. Cole, 50 Pros- 
pect Hill Rd., Lexington, Mass., New 
Conrad F. Rundell, 
241 Brompton Rd., Williamsville, 
N.Y., upstate New York; Ryan and 
Goefft, 2933 Westbrook Dr., Cincin 
nati, Ohio, Cincinnati and Indianapo 
lis; Herbert L. Blaine, 326 Midland 
Bank Bldg., Minneapolis, Minn., Min- 
neapolis area; H. F. Koether, 120 
West 13th Ave., Denver, Colo., Den 
ver territory; Munger and Tamlyn, M 
and M. Bidg., 
west territory; Johnson-Sleight and 
Associates, 907 N.W. Irving St., Port 
land, Ore., Northwest territory; J. 1] 
Kingsley, Tilden Bldg., San Francisco, 
Calif., northern California; and S. W. 
De Koven, 215 So. Hamel: Dr., Beverly 
Hills, Calif., southern California 


England territory 


Houston, Tex., South 


Feedrail Corp., New York, N-Y., has 
named Eichorn & Melchior, 500 Min- 
7, Calif. The 
territory covers that portion of Cali 


nesota St., San Francisco 


fornia north of, but not including the 


K&H 


UNIVERSAL PRESSURE TYPE 


ADJUSTABLE LUGS 


One or two bolt holes 
00,000 CM. One 


ly installed. Body is 


Wire sizes Nos. 14 to 1,( 
piece construction eas 
well proportioned to withstand excessive use, 
with ample thread area. Makes tenacious 
grip on stranded conductors forcing contact 
with each wire in strand, thereby insuring 
utmost in conductivity bottom of tongue 
surface is ground. Not susceptible to release 
under vibration 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 


THIRE & VINE 57S CINCINNATI 2 OHIO 
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counties of San Luis Obispo, Kings, 
Tulare and Inyo. Eichorn & Melchior 
will also service the portion of Ne- 
vada north of but not including Clark 
county. 


Electro Silv-A-King Corp., Chicago, 
Ill., has named T. A. Melady, 801 Air- 
line Park, Blvd., Jefferson Parrish, New 
Orleans, as district representative in 
Mississippi and Mobile, 
Ala. Before organizing his own com- 
pany, Mr. Melady was associated with 


Louisiana, 


the Westinghouse Electric Supply Co., 
the General Electric Supply Co. (as 
lamp specialist) and most recently, 
with Al Levin & Associates 


Fasco Industries, consumer 
div., Rochester, N.Y. has appointed 
the W. H. “Jack” McAdams Co. of 
Dallas, as sales representative for 
Oklahoma 
was previously covered by J. V. Fol- 
som & Son. 


goods 


and Texas. This territory 


Penn-Union Electric Corp., Erie, 
Pa., has named Frank C. Clatterbaugh 
as sales representative in Nebraska and 
Starting in January, he will 


carry the Penn-Union fittings in stock 


lowa 


in his Omaha warehouse 





Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 


Hevi-Duty avo Medium 
JIFFY CLIPS 











Also 
available 
without 
mounting 
hole for 

use with gun. 


THIS INVERTED RIB 
DOES THE JOB 


Made of heavier materials! Has exclusive 
inverted rib, that provides more strength at 
the bend of clip . . . and, of course, adds 
the benefits of famous “Snap On” feature! 
In stock in Zinc-Plated Steel for '/2” —34” 
—1” and 1'4” Thin Wall or Rigid Conduit. 
(Hot Dipped Galvanized may be obtained on 
order) Can be substituted for malleable clips 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


MINERALLAC 
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Rugged 50 Ampere Time Switch 
For Severe Service Requirements 








The sturdily built Reliance “Badger” 
is designed to operate dependably 
in damp or dusty locations . . . in 
extreme climates and under un 
favorable weather conditions. Extra 
heavy gears and slow speed syn 
chronous motor assure a longer 
working life. An omitting device is 
available for greater switch flexi- 
bility eliminates the “ON” 
operation when desired. 


RELIANCE AUTOMATIC LIGHTING CO. 


1911 Mead St., Racine, Wis. 


HEAVY DUTY BADGER 


Send for FREE catalog 


RELIANCE TIME SWITCHES for Automatic Control of: 


*“STORE WINDOWS “HOTEL AND APARTMENT 
“BILLBOARDS HALL LIGHTING 
“COMMERCIAL HEATING AND *POULTRY HOUSE LIGHTING 
AIR CONDITIONING “INDUSTRIAL PRE-HEATING 
“FLOOD LIGHTS “OFF-PEAK CONTROL OF 
“COMMERCIAL REFRIGERATION WATER HEATERS 
“INSTITUTIONAL LIGHTING “RESIDENTIAL LIGHTING 


RELIANCE TIME SWITCHES 





KEYSTONE OUTLET BOXES AND SWITCH BOXES ARE 
DESIGNED FOR “DOUBLE QUICK” INSTALLATION! 


When it comes to downright ease of installation, you'll find 
the entire line of Keystone Outlet and Switch Boxes are 
loaded with time-saving, cost-reducing features. Knock-cuts 
and “pri-outs” that can be removed “double quick.” BX or 
Romex clamps already assembled with nested fit for quick, 
easy pulling of wires. In 4” octagon boxes, extruded holes 
provide extra thickness to eliminate costly stripping of threads. 
And switch boxes, 4” square boxes, and handy boxes are avail- 
able with mounting brackets to facilitate installation. Yes, 
these and other quality features make it well worthwhile to 
specify “Keystone” for all your box requirements. 
FREE CATALOG describes and 
illustrates the entire line of Keystone 
Wireways and Fittings, Cutout Boxes, 
Pull Boxes, Outlet Boxes, Switch 
Boxes, Covers, and Bar Hangers 
Contains complete specifications and 
prices. Send for your free copy today! 


KEYSTONE MANUFACTURING COMPANY 


23328 SHERWOOD AVENUE 
CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 








You Can Make A 
Good Wiring Job 


BETTER 


WITH 
UNIVERSAL 
PORCELAIN 
INSULATORS 








Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids... your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 





NEW LITERATURE 











Appliances—The 1955 edition of a 
guide to electrical living is claimed 
to be the largest, most comprehensive, 
standard brand appliance catalog and 
buying guide. Included in this 6- 
page mail order catalog, are over 6,000 
detailed specifications and latest fac- 
tory verified prices of TV sets, radios, 
phonographs, refrigerators, freezers 
ranges, vacuum cleaners, washing ma 
chines, household appliances and other 
related merchandise. Additional infor 
mation may be had from Nelda Pub 
lications, Inc., 185 Madison Ave., New 


York 16, N.Y 


Kitchen, Laundry—tThe 1955 official 
NARDA kitchen appliance and home 


r 


laundry blue books are now available 


The kitchen appliance book covers re 


food 


ranges, wh 


freezers, electric and 


frigerators 
gas ile the home laundry 


book includes washers, dryers, ironers 
Additional in 
may be had from the Na 
ide-In Guide CG 


Madison 1, Wis 


and vacuum cleaners 
formation 
tional Appliance T1 


2132 Fordem Ave 


Dy namotors—Commercial 


and mobile dynamotors are 


Sold Exclusively through 
Electrical Wholesalers 


jects of a condensed catalog. Informa- 
tion on d.c. to d.c. power conversion 
is included. Copies may be had from 
the Gothard Manufacturing Co., 2110 
Clear Lakes Ave., Springfield, Il. 


Drill Attachments—Electric drill at- 


tachments and accessories are described 


) 


24-page catalog. A feature deals 
The 
catalog is published by the Mall Tool 
Co., Chicago 19, Ill 


in a 


with the do-it-yourself trade 


Cables—Publication of 
n Okolite-Okoprene 


| 28-page 
technical catal g ( 
0 to 5,000 volt, unshielded, rubber- 
thed cable has 


is the cable type 


insulated 
been ann 
most cé industrial and 
utility plants for w voltage power 
current car 
short circuit 
n formulas 


mung ce nduit 


} } . 
1d pending 


ucts! 
BUILT TO SERVE YOUR CUSTOMERS BETTER 
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no 
short measure 
here! 


Guaranteed footage 
in every roll 


Be sure you are giving your 
customers their money's 
worth! Recommend Chas« 

the complete line of top qual 
ity Plastic, Friction, Rubber 
and Neoprene insulating 
tapes. Standard and A.S.T.M. 
grades, packaged individually 
or in 10-roll dispensers. Every 
roll is film wrapped to assure 
freshness, and footage is guar- 
anteed. For details write 
Chase & Sons, Inc., Randolph, 


Massachusetts. 


CHASE 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 
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terminating procedures. Copies may 
be obtained by writing The Okonite 
Co., Passaic, N.J 


Piug Duct—How bus duct meets in- 
dustry’s flexible 
distribution is described and 


) 


demand for more 
power 
illustrated in a 24 page bulletin. Inno- 
vitions include various design changes 
aimed at increasing safety and ease of 
installation. The bulletin may be had 
trom Continental Electric Equipment 


Co., Box 1055, Cincinnati 1, Ohio 


Room Air Conditioner—Facts on air 
conditioning an entire building with 
| packaged 


individual 
} 


units Was pre 
pared in answer to building managers 
requests concerning these type units 
s compared to central systems. The 


ire i jocumented by results 


major muitipie room air con 


tion. It a 








tat Lengte cone tret 
354) 1S 1/2 
3544 25% 16/2 S$) 
3545 soft 8/2 $3) 
3546 25 16/2 3) 
3547 50 ft 16/2 SJ 
3548 100 tt 16/2 S$) 


individvolly cortoned—? sched 20 
to Stondord Shipping Pockege =| 


Push these rugged service units! 
For Washing Machines, Refriger 
ators, Fans, Portable Tools, Lown 
Mowers, Hedge Trimmers, Busi 
ness Machines ond Smal! Motors. Husky block rub 
ber cords in standord lengths; integral molded-on 
components. Female connector has double contoct 
blodes, insuring perfect connection. Moisture-proof 
—strain-proof—Real GLUTTONS for PUNISHMENT! 


industrial extension cord sets 


ALL-RUBBER components built to withstond crush 
ing loads ond impacts. Integrol moided-on male 
ond female components, woterproof and strain 
resistont. Unequolied os power extension units in 
factories, ship 
yords and plonts 
requiring 2-wire 
service 


cat LENGTH CORD TYPE 
3549 25 ft 14/25 
3550 50 ft 14725 
3551 00 ft 14/25 
3561 25 ft 16/25 
3562 SO ft 16/25 
3563 100 ft 16725 
Individually cortoned—Packed 20 on request 
to Standord Shipping Pockoge 


Doto sheets 





CORNISH WIRE COMPANY, wi 
50 Church Street, New York 7, N. Y. 





You Cat 
on-FOR SAFETY... 


FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
Klein trade-mark 


on pliers and climbers, safety straps 


for the familiar 


and belts, lag wrenches and grips 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: international 
Standard Electric Corp., New York 


—_ 
Write for your 
> 
free copy of 
| & i= the Klein 
J 


od , 
Pocket Tool 
, 


Guide today 


“Since 1857” 


“a KEE 


200 McCORMICK ROAD + CHICAGO 45, ILLINO 





American 
Service Entrance Equipment 


is EASY to INSTALL! 


Typical of the clean, functional design 
of all American Service Entrance Equip- 
ment is this Fused Pull-out Main and 
Range combination unit with 8 plug 
fuse lighting circuits. The following 
features simplify installation and 
maintenance: 


@ Plenty of Knock-outs—the right sizes 
in the right places 
@ Generous wiring space 


@ Grounded neutral connections at TOP 
and BoTTOM—for maximum cable 
economy 

@ Solderless lugs for line, load and sub- 
feed connections 

@ Cover easily removed by loosening 
one screw 

@ One-piece door and trim with spring 
catch 

@ Lighting circuits arranged for easy 
wiring 

@ Furnished in flush or surface mount- 
ing types 

@ Flush mounting type available with 
studding brackets 

@ Main and Range combinations are 
available in either series or parallel 
wiring 

@ Parallel wired unit has 100 amp, 
capacity line connections 

@ Wide range of types permits selec- 
tion of correct combinations for 
specific job. 


Write for complete descriptions 
and list prices 


American 


ELECTRIC SWITCH DIVISION 
—_—. 


THE CLARK CONTROLLER CO. 


1146 East 152nd St. © Cleveland 10, Ohic 











BOOK REVIEWS 











Kaiser Aluminum Electrical 
Conductor Technical Manual 
Kaiser Aluminum & Chemical Sales, Inc., 
Technical Writing dept., 

Chicago, Ill. 

Price: $2.00 


A practical, comprehensive reference 
book on aluminum electrical conduc- 
tor is designed as a basic guide for 
use in engineering aluminum conduc- 
tor installations. Information given 
includes: data on the physical prop- 
erties and electrical characteristics of 
all sizes and strandings of aluminum 
conductor; the latest on the applica- 
tion of aluminum to overhead distri- 
bution systems; a basis for the calcu- 
lation of all data accumulated, together 
with the present specifications that 
govern the making of the manufac- 
turer’s aluminum electrical conductor 
Throughout the book, basic engineer- 
ing data are presented to enable the 
user, by simple calculations, to easily 
evalute the essential design informa- 
tion and thereby determine what is 
necessary for a specific job. 


FOR 
SOLDERING-BRAZING 
WELDING 





L.B. ALLEN CO. Inc 
6701 BRYN MAWR AVE 
CHICAGO 31, ILL 




















1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





|: Lole}-) mp7 18 3 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
ads right on the job. 
h a GREENLEE 
one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 7: 
Compact, portable 
. Saves hours, 


saves materials. 


HAND BENDERS 

FOR TUBING, PiPi, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
14" up to 314”. To operate, 


simply turn with a wrench. 
HYDRAULIC 
KNOCKOUT PUNCH 
DRIVER 
Portable hydraulic unit 
for driving GREENLEB 
Knockout P 
Speed »bs 


unches. 

. easily 

operated. Develops over 

11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with ease. 


CABLE PULLER 
AND BORING 
TOOLS 
= Specifically de- 
signed to save 
time, speed jobs... 
eliminate tedious, heavy 
work. Companion tools to 
many other GReENLEE timMesaver 
electrician. 


aa. ENLEE 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1852 Columbia Ave., Rockford, Ill 
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Textbook of Salesmanship CLASSIFIED ADVERTISING 


ait SELLING OPPORTUNITIES 


th editi : a? Sere Q 
5th edition f S WANTE LINES WANTED . POSITIONS WANTED 
t 
This revision of a popular text offers BUSINESS OPPORTUNITIES 
a comprehensive survey for the intro- 
ieee ; ale hi é i The UNDISPLAYED RATES—— DISPLAYED 
‘ uctory Sa esmansnip course. 1e $1.20 per line, minimum 3 lines. To figure ad- The advert ra $ 
. . 5 line 
psychological aspects of selling are vance payment count 5 average words as a lin 


. Box Numbers—counts as 1 line 
treated as well as the theoretical and Discount of 10% if full payment is made in a An advertising inch 


? - f vance for 4 consecutive insertions | 4 t 
the practical. The theories underlying Send NEW ADS to ELECTRICAL WHOLESALING, 330 W. 42nd St., N. Y. 36, N. Y., for January 
successful selling are expounded. issue closing December 28th 


548 pp. 


basi Contract 1 











PLIES (Box No iddress to office nearest you 


NNEW XORK: 580 WW. fond St. (36) 7 Mfr’s Representatives 


Human Relations in Small CHICAGO: 520 N. Michigan Ave. (1 


inhesiey __SAN FRANCISCO: 68 Pot St) _ ome WANTED = 


P SELLING OPPORTUNITIES "OFFERED . 3 » 
a, For a Quality line of 


McGraw-Hill Book Co., WANTED, ELECTRICAL Sales E C it Fitti T 

AI Sales Engineer 7% » 
New York, N. Y. travel India ina, Ohi llinc = Sosthnen Michi onduit Attings. — 
gan. Make take-cfis and handle bid follow-througt ritories available in 
} N ine ane > > > on lit of indu ial and commercial electrical di r + . . 
For small business Management, per- | Motion equipment. Car, salary, bonus, expenses New England, [linois, 
sonnel or industrial relations execu- | Possible fut p geics management. Daly Equit Western Pennsylva- 
. ment 0., il rd St., ammond, ind. e " < = o 
tives. This book shows, by explanation | YOUNG EXPANDING national brand electri nia, Florida & Georgia 
and example, how group relations and housewares fit “e er ae Neate ee RW 4392 Electrical Wholesaling 
° for i mar 0-4 whe has good cK nad r . _ 7 2 " 
problems arise and how they may be | appliance of housewares sales and merchandisix 330 W. 42nd St.. New York 36. N. ¥ 
. ae . Kn edge of national distribution helpful 7 5 ae 7 — . 7 
solved. Constructive action is outlined | man will be workine with top executives and man 
facturers be the electrical and housewares fielk 


for dealing with individual motives |i she to emeak thar langueee. and stin POE OGD: A NPE ET Bae 


expressed in group relationships, with | [Ate their irene ceed ta Rematifal’ University ELECTRICAL WHOLESALERS 
é nus possibili acated in beautiful I ersi 
ee KPa ee , | , vane : al ad end . ete Angelo Brothers of Philadelphia is now ready for rep 
objectives of productivity and cost re- aa Som i¢ ~~ go = _ Lig 4 oem 1 com, - resentation. NATIONWIDE TERRITORIES AVAIL 
: : : exp i ' ground to — = ABLE. Onl € th se knowled of ELEC 
duction in mind. stitute, Inc., Ithaca, New York TRICAL SUPPLY PARTS—incl LAMP & LIGHT 
LIGHTING SPECIALISTS Wanted eS TORTURE PANTO Ee My. Wire Gale 


307 P A cations 
P- well established manufacturer of fl 4 , e 22 >. MAS e 
slimline fixtures, with c plete line pot ‘ ANGELO BROTHERS 2333 WC SCHER ST 


aco wi by architects and engineers rritories 


South { irolina _ Georgia, A lab ma, Loui na, 
' FOR | 1 Ri ge eigen iilon H idson, rae) B@T OPERATORS 
ie @ M | SELLING OPPORTUNITIES WANTED 


OPEN > CLOSE~+LOCK: plele) .wae7T Nis) 
ODERN SUCCESSFUL SOUTHERN Cali 


| . Electron seadly 
QUALITY || ss blshed am @ electrical 2K | Qo sere, Sane 


COMMERCIAL, INDUSTRIAL 
} y matted . P ; . ROBOT APPLIANCES. 
FITTINGS nies with good growth potenti rehouse and _ 704) ORCHARD - DEARBORN, MICHIGAN 
. oe 1 geies 2), Eb rica I 


WANTED ro t fr manufacturer's repre TOP LINES WANTED 
sentative their ne et erritor ( 

Met Ne w ¥ k “ ee ee oy ese @ Established Manufacturers Representative serv 

° ing the Southwest for rs revising tines. Can 

use one or two tep tine s ‘ conduit 





























usewares hardwar plur ng é electrot wiring devices, fittings, mm 
-A-4631, |} tri ] holes ne cessed lighting. et Can assure maximum erage 
MANUFACTURERS OPPORTUNI nt RA-4786 Electrical Wholesaling 

erier responsible rful t 330 W. 42 St New York 36, N.Y 








MANUFACTURERS REPRESENTATIVES 


desiring addit , — . 
ing Seuthern alifors t evada, and A 
na 

Established ove twent 

local stock 











ececeoeoee ee eo eo eo WANTS? 


Other readers can provide what you want if they 
know what you want. TELL THEM HERE! Through 
ELECTRICAL WHOLESALING’s SELLING OPPORTUNITIES 
Section. 





for information write 


TLANTIC ("onbuIT /+iTTINGS Classified Advertising Division 


COMPANY Ss 330 W. 42nd St., N. Y. 36, N. Y 
DN MAS AC Peer 
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FURNAS ELECTRIC 


Magnetic 
Starters 


Your 
most 
complete 
selection 
in the 
1-50 hp 
range 


NEW “IN-BETWEEN” SIZES 
SAVE ON COSTS AND 
UP TO 40% IN SPACE 


Why Pay for Starter Capacity You 
Never Use? Now you can select the 
exact starter size matched to any applica- 
tion in the 1-50 hp range from the nine 
Furnas Electric sizes. Many in-between 
sizes can save you money and conserve 
space. Immediate delivery from stock. 


Same Service, Less Money—Here’s 
an example of how you can save: Suppose 
you want a starter for 10 hp service. It’s 
no longer necessary to select a size 2 rated 
25 hp. You save in cost and up to 40% in 
space by selecting a Furnas Electric type 
YE, the right starter for the job. 


Important Features—!. Dual voltage 
coils matched to your motor. 2. Four- 
speed thermal overload protection. 3. Easy 
installation and wiring in shallow case. 
4. Heavy contacts for long life. 


Complete Range of Other Products 
—Pressure switches for air and water ap- 
plications. Drum controllers for reversing, 
multi-speed and reversing multi-speed 
service. 

Write today for Bulletir No. 5402, giving 
the full story. Furnas Electric Company, 
1069 McKee Street, Batavia, Illinois. 


EURINA'S 
PELE CT RIC 4 


Batavia, Hlinois 
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JACKSON 
BROODER PRODUCTS 


! Broiler 
mnts 


4-light 
#7414TG 
Infra-Red 


BROODER 


Brooding capacity 20 
sq. ft.—accommodates 
300 te 350 chicks. 
Wafer thermostat au- 
tomatically controls 
two of four lamps 
and ean be adjusted 
te regulate burning 
of lamps as needed. 
18” dia. steel refiec- 
tor—Infra-Red Baked 
Ename! finish—6-foot 
approved cord and 
plug — completely 
wired — ready to in- 
stall. 


3-light 
#731358 
Infra-Ree 


BROODE 


Simple, sure method 
of bringing a brood 
of 250 chicks to ma- 
turity. The three 
lamps provide effec. 
tive heat pattern of 
about 16 sq. ft. As 
chicks mature some 
space can be made 
available by raising 
the brooder approxi- 
mately 3” a week 
which increases the 
heat oattern. 


T-light 
#72086 
Infra-Red 


BROODER 


T Universal 

Brooder ts versatile 

- anplieation—ideal 
eding poultry 

+ all Sinds — ples. 

lambs, 

keys. 


letely assembled and 
‘actory red—ready 
for "instant use by 
plugsing | into electri- 
eal out 

e The Jackson Line 
of Brooders, like the 


Jackson Line of = 
dustrial Reflec' 


out the sountry. 
e Sold only 
Wholesalers. 


ELECTRICAL 
COMPANY 


JACKSON 


900-910 W. Van Buren St 


CHICAGO 7, ILLINOIS 
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PLYMOUTH TAPES 
keeh Thétn WOrKing.. - 


job ... and help them build a reputation 
for quality workmanship. 


Industry has come to know Plymouth Tapes 
for their quality performance... reliable, 
durable service under all kinds of working 
conditions. 

Yes, Plymouth Tapes stand up to the job — 
every time! Electricians and contractors 
depend on Plymouth Tapes to do the best 


With Plymouth Tapes on the job you can 
relax at the end of a day assured that 
you have used the best in quality materials. 
You know the job is right your 
reputation safe 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 


CANTON, MASSACHUSETTS 
Sold Only Through Recognized Wholesaler: 





TO BEAT COMPETITION 


“SELL BENEFITS 


NOT “HOW IT IS MADE" 


a 


Few of us buy a product just to own it. Generally 
we buy the benefits a product can give us. 


Take the example of the appliance salesman try- 
ing to sell a clothes dryer to a housewife. 


He bore down on the reputation of the maker, 
how the hot air circulated and other mechanical 
details—but NO SALE. 


Then he changed tactics. He told how clothes 
could be properly dried regardless of outside 
weather. How instead of carrying a heavy basket 
out into the yard, she simply moved the clothes 
from the washer to the dryer. He remarked on the 
added leisure time she would have. 


He MADE THE SALE. Being curious as to what 
part of his sales talk really ‘clicked’, he asked. 


The buyer explained that she had never felt the 
need of a dryer and that his talk of the maker and 
the construction of the dryer were of little interest 

~but she said, ““When you explained how it would 
save me running up and down stairs and how | 
could dry clothes in any kind of weather, I saw 
what a help the dryer would be to me.”’ 


The point is; no one really wants a product 
they want THE BENEFITS a product can give 
them. 


ANOTHER BUSSMANN MFG. CO. 
OUTSTANDING St. Lowis 7, Mo. 
DEVELOPMENT Division McGraw Electric Company 
BY THE MAKERS OF 


Se FS ce 5m 








How you can apply this idea 
to selling industrial products 

Well, take FUSETRON fuses for 
example. Point out how they elimi- 
nate needless blows and costly pro- 
duction shutdowns, how they protect 
against damage from single phasing, 
how they permit new loads to be 
added to old circuits, how on new in- 
stallations they can often save valu- 
able space . . . benefits, benefits, 
BENEFITS .. . that’s what sells .. . 
that’s the kind of story that closes 


sales. 





— a -. 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 








